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its ready foranewjob — 
in thirty seconds 


it handles seven basic 


banking jobs in a 


small bank —————} | 


e@ Here’s one machine that even a small bank can 
keep busy every hour of the day. 


It’s called the National Multiple-Duty Accounting 
Machine. With removable form bars it can be con- 
veniently changed from one job to another in a matter 
of seconds. It handles seven basic banking jobs. 


1. It posts the depositors‘ accounts 

2. It posts the loan and discount records 
3. It posts any type of mortgage record 
4. It posts the trust ledger 

5. It writes and posts the payroll records 
6. It posts the general ledger 

7. It posts the daily statement of business 


Wouldn’t this machine be a big help in your bank? 
It’s but one of the many National machines and sys- 
tems designed to reduce errors and improve efficiency 
of banking methods. 


THERE’S A NATIONAL FOR EVERY BANK AND EVERY 
BANKING JOB 
No matter what the size or the specific need of the 
bank, there’s a National System to meet it. Why not 
take up your problems with the National representa- 
tive. There is no obligation. The National Cash 
Register Co., Dayton 9, Ohio. Offices in principal cities. 


MWialional 


CASH REGISTERS + ADDING MACHINES 
ACCOUNTING-BOOKKEEPING MACHINES 


THE NATIONAL CASH REGISTER CO. 





There is a time of planting and a time 


of harvest. 

Now, in this autumnal season, we 
can see about us the full harvest—so 
important in the winning of victory. 
These crops, so carefully planted, were 
harvested only after they had reached 
their full maturity. 

This planting and harvesting process 
can be, indeed should be, applied to the 
purchase and holding of Victory Bonds. 

Most Americans have invested their 
funds in U. S. Government Bonds, ear- 
marking that money for a definite future 


purpose. To cash them prematurely, is 


to defeat the objectives for which they 
were purchased. 

When these bonds are cashed to make 
unnecessary purchases of goods under 
present conditions, the purchaser gets less 
for his money and dissipates funds 
intended for specific uses. 

Next time you think of cashing in your 
bonds—think of the day when you will 
get your money’s worth and more. Hold 


them and remember why you boughtthem. 
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Regulation Q’ 


Under Regulation Q of the Federal Reserve Board, 
member banks are prohibited from absorbing exchange 
charges, except in trivial amounts. It is held that such 
absorption is an indirect payment of interest on balances. 
Since member banks are therefore required to charge 
their customers with any exchange incurred in the col- 
lection of non-par business, it is to the interest of both 


bank and depositor that these items be collected through 
the most economical channel. 


The Philadelphia National Bank provides such facilities. 


Throughout the years we have specialized in the collec- 
tion of cash and collection items, and have built up 
facilities second to none. We are thus in a position to 


offer a collection service with minimum charges. 


We have prepared a pamphlet which we believe will be 
of interest to you, and we invite you to write for a copy. 


THE PHILADELPHIA 
NATIONAL BANK 
Lhe Cleest and Largest Bank tn Bennsyloanta 
Organized 1803 
PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Wed thé Hdveriiting Wlanaget of the Vaile Kale 


Strictly a wartime job, of course, and at no extra 


pay, millions of American soldiers in foreign 
lands have done one of the greatest national 
advertising jobs in history! 

These men have displayed the power of Amer- 
ican production. They have exhibited American- 
made goods and equipment where they have 
never been shown before—unconsciously build- 
ing up a world-wide demand for these goods. 

American industry, through sound planning 


based on accurate information, will be able to 


reap the benefits of this tremendous advertising 
job. That’s where the Chase Foreign Department 
can help. For, through the facilities of branch 
offices and correspondent baaks all over the 
world, the Chase is a reliable source of the au- 
thoritative information necessary to successfully 
engage in foreign trade. 

These Chase facilities which are always at 
the disposal of our domestic correspondent 
banks provide a valuable service for their own 


customers. 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Member Federal Deposit Insurance Corporation 
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DESIGNED TO HELP 
BANKS MAKE MONEY 
BY 


REDUCING EXPENSES 
INCREASING INCOME 


E HAVE found a guarantee 

form to be tremendously help- 
ful in making loans, both personal 
and corporate. Under this plan, the 
wife guarantees the loan of the hus- 
band and the husband guarantees 
the loan of the wife. The directors 
of a corporation individually guar- 
antee the payment of loans made by 
the corporation. 

One of the outstanding benefits of 
this guarantee form is that the bank 
never has to wait for the settlement 
of an estate for the payment of a 
loan. It does not need to go to court 
in any case. If a husband dies, owing 
the bank money, the bank looks to 
the wife and she is just as respon- 
sible for the payment of ‘the loan as 
was the husband, 

A wife may make a loan or may 
renew a loan made by her husband. 
This often is very convenient. The 
husband, for example, may be out 
of town and may be in need of funds 
in his account for certain purposes. 
He does not have to wait for the 
bank to send him a note; he can 
merely ask his wife to go to the 
bank and sign a note for the neces- 
sary amount. We can safely accept 
her signature just as if it were his 
because we can collect from him 
loans made in this way by his wife, 
or we can collect from her for loans 
made by the husband; they are 
jointly responsible. 

We do not need both signatures on 
the note, although we ask for both 
when it is convenient. A guarantee 
form takes the place of the two sig- 
natures when only one is available 
to sign, for it covers all transactions 
with the bank in which the bank 
advances funds. The only limitation 
is the amount for which the signer 
guarantees. 
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A Loan Guarantee Protects 


EDITORIAL AND 
BUSINESS OFFICE 


536 SOUTH CLARK ST. 
CHICAGO 5, ILL. 


All Open Line Credits 


Husband or wife may borrow under this plan. Corporation loans are 
individually guaranteed by directors or officers who sign the guaran- 


tee form. Its use facilitates prompt advances when funds are needed. 


By JOHN C. COX 


President, Bank of Knoxville, 
Knoxville, Tenn. 


We decide upon that amount by 
consultation with the customer to 
see what he thinks his maximum 
limit is likely to be, and to see what 
we think is the maximum to which 
he is entitled. 

It works the same way with cor- 
porations. We study the financial 








The Guarantee Form Protects 
The Bank In Five Ways 


l. The bank does not have to 
wait for the settlement of an 
estate to collect a note. It collects 
from the survivor. 


2. It is assured that both hus- 
band and wife feel responsible 
(and are legally responsible) for 
the payment of personal loans. 


3. Renewals may be made by 
the wife when the husband is 
away from home. Her signature 
is sufficient. The guarantee holds 
the husband as responsible as if 
his name were on the note. 


4. Corporation loans are as 
good as partnership loans be- 
cause each director guarantees 
each loan completely. 


5. Financial statements are not 
the sole protection and the guar- 
antee demonstrates harmony in 
the board and shows that each 
director has confidence in the 
management. 
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statement of the corporation and 
then have conversations with the 
directors. They estimate the maxi- 
mum amount the corporation is 
likely to need and we estimate the 
maximum amount we think the 
bank can lend. We then make out 
the guarantee form for the agreed 
amount. Each director then signs 
and, in doing so, becomes legally 
responsible for all loans of the cor- 
poration up to the limit set in the 
agreement. Thus, with five directors 
we have five guarantors for every 
note the corporation makes. 

One of the very important results 
of this plan is that we know that, 
when all directors sign an agreement 
of this sort, they are in harmony and 
they have confidence in the manage- 
ment of the business. It isn’t neces- 
sary, of course, that each director 
be financially responsible as an indi- 
vidual for the full amount of the 
guarantee. 

Let us say, for example, that each 
director is personally good for only 
$2,000. Five directors would make 
a total guarantee of $10,000, and we 
are protected to that amount by the 
guarantee form which they jointly 
signed. 

The benefits the customers experi- 
ence from this form are the follow- 
ing: 

There is no delay in getting the 
proceeds of a loan. Whenever the 
management of the corporation 
needs additional funds, all he does 
is to sign a note in the name of the 
corporation for the needed amount. 

When an individual needs funds, 
all he does is to sign a note, or in 
case of his absence, have his wife 
sign the note for the amount needed. 
The money is immediately credited 
to the account. 


To BANK OF KNOXVILL 
NOXVILLE, TENNESSEE 
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The same guarantee form is used for corporations. The agreement is for a limited 
amount rather than for a limited time. This guarantee has pleased the customers and 


benefitted the bank, 


Directors like this plan because 
they know exactly the limit of their 
liability. They do not have to hold 
a directors’ meeting to pass resolu- 
tions every time money is to be bor- 
rowed. The plan establishes a known 
line of credit on the basis of which 
business decisions may be made in- 
stantly. The guarantee may be ter- 
minated at any time, but such ter- 
mination does not influence the re- 
sponsibility of the signer for exist- 
ing loans. He must remain respon- 
sible for those until they are paid. 

The form we use has been worked 
out on the basis of Tennessee laws. 
Probably the exact wording would 
need to be changed for use in other 
States, but the general plan can be 
used anywhere. Our form reads as 
follows: 

Knoxville, Tenn 
To BANK OF KNOXVILLE 
KNOXVILLE, TENNESSEE: 


IN CONSIDERATION of One Dol- 
lar and other valuable considera- 
tions, passing from you and each of 
you to us and each of us, the receipt 
whereof is hereby acknowledged, 
we, the undersigned, and each of us 
jointly and severally, hereby per- 
sonally guarantee to you, and each 
of you, your successors and assigns, 
to the same extent as if our own in- 
dividual obligations, the full and 
prompt payment at maturity to you 
and each of you, your successors and 
assigns, of any and all sums of 
money that may now, or may at any 
time hereafter, be owing to you or 
either of you by 
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on the note or notes of said 

executed by it to you or either of 
you and upon notes, bills receivable, 
drafts, acceptances, checks and other 
evidences of indebtedness which you 
or either of you may at any time 
hereafter discount or cash for said 





Five Benefits To Borrowers 


1. There is no delay in getting 
the proceeds of a loan. 


2. Either husband or wife may 
make or renew loans. 


3. No guarantor is liable for 
more than a stated amount. 


4. The plan establishes a 
known line of credit on the basis 
of which business decisions may 
be made instantly. 


5. The guaranty may be ter- 
minated at any time. 


While this plan is widely appli- 
cable, your state laws should be 
studied by your attorney to see 
if any of them prohibit a wife 
from guaranteeing her husband's 
loans (as Georgia does) or wheth- 
er the plan should be modified 
for some other reason. 


which may come into your posses- 
sion by discount, purchase or other- 
wise; and we hereby authorize you 
or either of you at any time, in such 
manner and upon such terms as you 
or either of you may see fit to renew, 
extend the time for, or change the 
manner of, payment of any such 
sum or sums of money, or any part 
thereof, without notice to us, and 
hereby agree that such renewal, 
change or extension of time for, or 
change in the manner of, payment 
shall not in any way release us from 
or reduce or otherwise affect our 
liability on this guaranty. 

It is hereby expressly understood 
and agreed that the total liability of 
the undersigned under this guaranty 
shall in no event exceed the aggre- 
gate principal sum of $ 


but we expressly guarantee, in addi- 
tion, to pay all interest and all costs, 
attorney’s fees and other expenses 
of collection, which you or either of 
you May incur or pay. 

It is further understood and 
agreed that this shall be a continu- 
ing guaranty and shall remain in 
full force and effect until written 
notice shall have actually been re- 
ceived by you that it has been re- 
voked by the undersigned or by any 
of us; but such revocation shall not 
release us, or any of us, from any 
liability as to any notes, drafts or 
other evidence of indebtedness or 
other obligations held by you or 
either of you at the time of the re- 
ceipt of such notice. 

It is further expressly understood 
and agreed that you need not give 
any notice of any kind to the under- 
signed, or to any of us, of acceptance 
of this guaranty; and, notice of ac- 
ceptance, demand and protest on or 
of any and all said paper is hereby 
expressly waived; and 

It is further understood and 
agreed that no act or omission of any 
kind on your part in the premises 
shall in any way whatsoever affect 
or impair this guaranty. 

It is further understood and 
agreed, that the death, discharge or 
release of any of the undersigned 
shall not release any other from 
obligation hereunder. 


It is further understood and 
agreed, that this guaranty shall be 
binding upon the respective estates, 
trustees, agents, heirs, executors, 
administrators and assigns of the 
undersigned. 
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Guns Are Dangerous But - 


There’s A Way To Handle Them Safely 


It isn’t wise to “shoot it out’? with bandits. However, that 
won’t be necessary if you make it known that your employees 
know how to use the guns with which they are supplied. If they 
have guns, they should be taught how to handle them safely. 


This is the first of a series of 
articles by a man who has trained 
many bank employees. Other arti- 
cles in the series will appear in 
coming issues. 


BANK guard who works with 

a revolver in his belt from 
day to day but never unloads it or 
fires it will be greatly handicapped 
in an emergency. A loaded gun, it 
has often been shown, is a source of 
danger to those unaccustomed to its 
use. It is important, therefore, that 
the guns and ammunition provided 
by the bank be handled frequently. 

The best practice is to require 
everyone authorized to carry a gun 
to engage in competitive shooting 
at regular intervals, If no revolver 
range is available, then outdoor 
shooting may be considered second 
best. The results of this practice— 
the good targets—should be dis- 
played prominently and continu- 
ously in the bank so that an advance 
man for a bandit gang will easily 
discover that your bank is one in 
which good marksmen would make 
a holdup difficult. He will then go 
on to another bank. The gang will 
attack only those banks which have 
no protection. 

The safety rules we use in the 
Federal Reserve Bank of Chicago 
are listed in a panel published here. 
These rules should be enforced by 
constant repetition and coaching 
until their observance becomes a 
fixed habit whenever anyone han- 
dles a revolver. 


Rule 1. “Execute ‘unload’ 


every time the re- 
volver is picked up for any purpose 
and count the cartridges to make 
sure that none are left in the cylin- 
der. Then look into the cylinder as 


By DUNCAN WALKER 


Chief Of The Protection Department 
Federal Reserve Bank of Chicago 
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an extra precaution. Never trust 
your memory. Consider every gun 
as loaded until you have proved 
otherwise.” 

In the Federal Reserve Bank, we 
follow the practice of not only un- 
loading the cartridges into the hand, 


but actually counting them. When 
the cartridges are counted, there is 
definite evidence as to whether or 
not all of them have been ejected. 
Serious accidents may occur if a 
shell is left unnoticed in the cylin- 
der. 

While most banks follow the prac- 
tice of keeping the cylinder filled 
with six cartridges, there is an ad- 
vantage in filling it with only five 
cartridges. Then, if the revolver is 
dropped to the floor, with the empty 
cylinder opposite the barrel, there is 
no danger of an accidental discharge 
injuring some person. 

Besides, the revolver is ready for 
instant use the first time the gun is 
cocked, even though one chamber 
under the hammer is empty. The 
loaded chamber comes opposite the 
barrel and is used for the first shot. 

Another reason for not carrying 
a cartridge under the hammer is 
that there are guns on the market 
which will discharge if they fall 
and hit the hammer. Many of these 
guns are in banks, Then, too, there 
is the possibility that the safety 
block was not put into place when 
the gun was last cleaned. 

It is axiomatic that, when the re- 
volver is being unloaded, it be held 
so that it is not pointing toward 
anyone. : 


Rule , 3 “Always unload the 


gun if it is to be 
left where someone else may handle 
it.” This probably cannot be applied 
to the gun that is placed under the 
counter in front of each teller. If a 
teller steps out, he, of course, does 
not know who may pick up the gun. 


Rule 3. “Always point the 


revolver up when 
snapping after examination.” By 


| The best protection against holdup is to keep the bandits out of the bank. | 
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The principle on which bank protection with guns is based is this: 

Bandits do not hold up banks in which they may meet armed opposition. 
They look you over before they plan an attack. If they learn that your employees 
are trained in the use of firearms, they go elsewhere. They hold up “easy” banks. 
They are not inclined to take risks. Display good targets like these, and the bandits 


will not “honor you” with a visit. 


pointing the barrel up when snap- 
ping it for practice, you safeguard 
against injuring anyone through the 
accidental discharge of a loaded 
shell. 

Dry snapping—that is, snapping 
the pistol with an empty cylinder— 
is valuable practice and should be 
encouraged. However, even this 
should be done in a safe place. 

The snapping of the hammer is in 
no way injurious to the modern re- 
volver and is a splendid way for the 
user to keep his finger mus¢les in 
condition to use the gun in an 
emergency. If the directors feel that 
they cannot afford the cost of am- 
munition for frequent practice, they 
should insist at least upon practice 
in sighting and dry snapping. 

This is necessary because a per- 
son who has not handled a gun for 
a long time may find that his arm 
and finger muscles are not adjusted 
to proper use. A person who has not 
handled a pistol for a considerable 
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period of time may find that its 
weight is sufficient to tire his mus- 
cles. 


’ “Never place the fin- 
Rule 4. ger within the trig- 


ger guard until you intend to fire 
the weapon or snap it for practice.” 
A person who carries a gun in his 
hand with his finger within the trig- 
ger guard may accidentally dis- 
charge the gun. Upon so doing, he 
may shoot someone standing nearby 
or himself—even though the revolv- 
er is pointed toward the floor. Such 
accidents have often occurred. 
There are two proper ways of 
holding the trigger finger while 
standing or walking with a pistol in 
the hand. One is to have the trigger 
finger along the side of the barrel. 
The other is to have the trigger fin- 
ger on the front and outside of the 
trigger guard. By following either 
of these suggestions, the occurrence 
of an accidental discharge will not 


produce any disadvantage since the 
gun is held in a firm grasp. 
“Never point the re- 


Rule D. volver at anyone you 


do not intend to shoot, nor in a di- 
rection where an accidental dis- 
charge may do harm. On the range, 
do not snap for practice while stand- 
ing back of the firing line.” 

Without realizing it, an untrained 
man may carelessly point a revolver 
at someone next to him on a firing 
range. Special training to insure 
compliance with this rule should be 
given to everyone who is allowed 
to handle a revolver. It should con- 
stantly be emphasized that the bar- 
rel of the gun should be pointed 
upward in order to eliminate the 
possibility of hitting anyone in the 
event of an accidental discharge. An 
equally adequate alternative is to 
require that the gun be pointed to- 
ward the target at all times. 


The other part of the rule is de- 
signed to prevent anyone from 
walking in front of a gun which is 
being snapped—even though only 
dry snapped. Accidents which have 
occurred in this way were largely 
due to the failure to observe rule 
No. 1. Someone happened to pass in 
front of a person who was practicing 
dry snapping with a presumably 
unloaded revolver which, in reality, 
contained a shell. The shell dis- 
charged and injured the passerby. 


Rule 6. “Before loading the 


revolver, throw out 
the cylinder and look through the 
bore to see that it is free from ob- 
struction.” 

The reason for this rule is that 
there are times when a piece of 
wadding may be present in the bar- 
rel. Damage might result if the 
cartridge were discharged while 
this obstruction was in the barrel. 
If the obstruction is large enough, 
the first shot fired may ruin the 
barrel by either bursting or putting 
a bulge in it. 


“Never turn around 
Rule 7. at the firing point 


while you hold a loaded revolver in 
your hand because by so doing, you 
may point it at the man firing along- 
side of you. Execute “unload” before 
leaving the firing line.” 


When more than one person is 
standing at the firing line on a range, 
nothing should enter the discussion 
except the work in hand. If anyone’s 
mind wanders to some other sub- 
ject, there is always danger of his 
turning his body and forgetting 
about the loaded gun which he is 
holding. 
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Rule 8. “On the range, do 


not load the revolver 
until immediate use is anticipated.” 

The advantage in not loading un- 
til shooting is scheduled to begin is 
that it will do much toward averting 
repetitions of some of the accidents 
already mentioned. Since a loaded 
gun is always dangerous, the only 
safe positions for one are in a hol- 
ster, pointed upward, or aimed at 
the target. 

A counter at the firing line makes 
it easier to place the gun in a posi- 
tion which will avoid accidents 
when there is a delay in shooting. 
It is even useful for unloading the 
gun until the time for shooting 
comes around. 


Rule 9, “To remove a car- 


tridge not fired on 
the range, first notify the officer in 
charge at the range, and then, at 
his command, extract the cartridge 
from the chamber by throwing out 
the cylinder. Never do so, however, 
until you have received permission 
from the officer in charge.” 

This is a rule that applies to 
range shooting and makes it possi- 
ble for the officer in charge of the 
work to keep in close touch with 
the activities of everyone. With two 
men watching the work, there is 
less likelihood of mistakes or acci- 
dents occurring. 


Rule 10, “When a loaded re- 


volver is carried in 
the holster, the butt should be ro- 
tated away from the body when the 
gun is drawn in order to avoid 
shooting oneself by an accidental 
discharge.” 

This rotation should be practiced 
with an empty revolver until it be- 
comes a natural movement. 

The fact that firearms are part of 
the standard equipment of the bank 
should in no way be concealed from 
the public if the greatest measure 
of good is to be received from the 
investment they represent. Banks 
that are equipped to deal with hold- 
ups are the ones that usually are 
not held up. 

If a crook knows that a bank is 
prepared to resist him, he will keep 
his distance. One way to publicize 
the staff’s proficiency in the use of 
small arms is to display targets 
which show shooting accuracy. 
These targets may be hung in the 
lobby and labeled as to who did the 
shooting and what his score is. Such 
a display will give ample evidence 
that the bank is ready and able to 
resist attack and it will instill con- 
fidence in the bank’s protective 
measures among the customers. 
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Ten Rules For Safety 


1. Execute “unload” every time the revolver is picked up 
for any purpose and count the cartridges fo make sure that none 
are left in the cylinder. Never trust your memory. Consider every 
gun as loaded until proved otherwise. 


2. Always unload the gun if it is to be left where someone 
else may handle it. 


3. Always point the revolver up when snapping it after 
examination. 


4. Never place the finger within the trigger guard until you 
intend to fire the weapon or snap it for practice. 


5. Never point the revolver at anyone you do not intend to 
shoot, nor in a direction where an accidental discharge may do 
harm. On the range, do not snap for practice while standing back 
of the firing line. 


6. Before loading the revolver, throw out the cylinder and 
look through the bore to see that it is free from obstruction. 


7. Never turn around at the firing point while you hold a 
loaded weapon in your hand. 


8. On the range, do not load the revolver until immediate 
use is anticipated. 


9. When on firing line, to remove a cartridge not fired, first 
notify the officer in charge at the range, and then extract the 
cartridge from the chamber by throwing the cylinder out. Never 
do so, however, until you have received permission from the 
officer in charge. 


10. When drawing a loaded revolver carried in the holster, 
the butt should be rotated away from the body when the revolver 
is drawn in order to avoid shooting oneself by an accidental 
discharge of the gun. 





Investigation of New Depositors 


Avoids Check Frauds 


The author reviews the policies of large banks con- 
trolling the investigation of all new checking account 
customers. Reliable customers do not resent this 
investigation. They are proud to “pass the test.” 


HE experience of banks seems to 

indicate that the number of dis- 
honest people who attempt to de- 
fraud banks directly is definitely 
limited to a small tribe of profes- 
sional criminals who specialize in 
bank frauds and usually develop a 
typical technique. 


Most frauds involving checking 
accounts are perpetrated by ingen- 
ious crooks who use the banks for 
their schemes but actually defraud 
someone else. For them, the check- 
ing account serves as a means to 
siphon cash out of another’s pocket. 
In time, a remedy is found against 
any evil and better banking prac- 
tices are progressively narrowing 
the scope of opportunities for these 
crooks who think they have an easy 
way to live. 

One banker has remarked, “A 
blank check which is too easily ob- 
tained is likely to cause trouble 
somewhere along the line.” His idea 
was to make certain to as large a 
degree as possible that blank checks 
on his bank are only in the hands of 
responsible people. Increasing the 
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How To Investigate A 
New Depositor 


1. Establish applicant's true 
identity. 

2. Request letter of recommen- 
dation. 

3. Check previous banking 
connection. 

4. Contact creditors for paying 
habits and get a credit report. 

5. Verify mail address as to 
accuracy and permanency. 

6. Do not issue checkbook 
until the record is completely 
assembled. 


difficulty of customers in having 
their own checks printed, he con- 
tended, will reduce the number of 
bogus checks written, 

Several major banks follow the 


By obtaining all the information listed in this article when new depositors are first 
interviewed, the undesirable applicants which might cause trouble can be elimi- 
nated at the outset—thus saving the bank the expense of opening an account which 


will have to be closed later. 


procedure of requiring complete 
identification of each new depositor 
prior to the issuing of blank checks. 
The procedure used is not involved 
or difficult to duplicate and it has 
proved its value to the organization 
which employs it. 


When a new account prospect 
» presents himself, a number of 
routine questions are asked. For 
example, the prospect is asked to 
name several business friends who 
may possibly supply information 
concerning his business dealings and 
his credit standing. The most desir- 
able references which can be ob- 
tained for purposes of identification 
are previous banking connections. 


A sample signature of the ap- 
» plicant is sent to the bank with 
which he had previous dealings. 
This bank is requested to verify the 
signature. It is also requested to 
provide whatever additional data is 
available on the person’s business 
habits. For example, the bank is 
asked for an expression of its opin- 
ion of his character, standing, and 
financial responsibility. 

A bank identification which states 
that the person had dealt with the 
bank for only a few months is prac- 
tically worthless. It must be taken 
into account that persons operating 
with the intention of defrauding 
someone might easily put them- 
selves on good behavior for a short 
period in order to gain the confi- 
dence of their potential victims. 


| If a check is to be used to 
» make the first deposit, the 
check must first be cleared and the 
new account thoroughly identified 
before the new depositor can be al- 
lowed to commence activity on his 
account. 


After these precautions have 

» been observed, a check book 

is issued to the customer and he is 

allowed to write checks against his 
account. 
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How A Depositor With No Previous 
Bank Account Is Investigated 


Some cases arise where a previ- 

» ous banking connection is not 
available. In cases of this type, an 
investigation of the individual’s 
business connections is conducted. 
Letters are sent to whomever the 
applicant suggests as references. 
These letters request an expression 
of opinion regarding the character 
and financial responsibility of the 
applicant, identification of the ap- 
plicant’s signature, and any other 


. information which may have bear- 


ing on the opening of the new ac- 
count. 


The credit departments of the 
« banks mentioned also start an 
investigation of the new depositor 
at the earliest opportunity. A file is 
maintained for each commercial ac- 
count to keep the life story of the 
account and in it pertinent infor- 
mation concerning the credit status 
of the account is listed. By this de- 
vice, the bank is assured a complete 
case history of the depositor and 
can judge possible future applica- 
tions for credit. 


In addition to the information 

» received from business con- 

nections and banks, the findings of 

credit bureaus and_ established 
credit ratings are considered. 


The volume of the precautions 
taken and the number of verified 
records on hand before the new 
customer is permitted to start to use 
his account practically constitute 
the best possible guarantee of the 
reliability and integrity of the new 
depositor. 


The banks mentioned have found 
that reliable depositors have no ob- 
jection to the investigations which 
are conducted. Actually, the appli- 
cants are pleased to find that they 
are dealing with a bank which rec- 
ognizes its responsibilities so com- 
pletely. After they have been ac- 
cepted, they, for the most part, feel 
that their standing has been recog- 
nized and approved. It produces the 
same psychological effect as initia- 
tion into an exclusive club. The 
public knows what the requirements 
of these banks are and the custom- 
ers of these banks are rightly proud 
of the acceptance the bank has given 
them. 


Such rigid rules may be relaxed 
to some extent in smaller communi- 
ties where the greater number of 
depositors are known personally. In 
the experience of larger banks, 
where many strangers and large 


September, 1945 


sums of money are involved, the 
formulas here described are ac- 
cepted as standard. 


‘ 


Larger Banks Follow These 
Policies: 


New accounts may be opened 

» only by officers and employees 

of proved alertness, efficiency, and 

training in public relations. There 

is no substitute for common sense 

in an interview with a new deposi- 
tor and in obtaining information. 


A printed form is filled out for 

» every new account opened, 
with prepared questions, the an- 
swers being required for identifica- 
tion of new depositors, with refer- 
ences and other pertinent facts. This 
is the best practical method of se- 
curing most complete information. 


3 “Must” data for a new account 
« are as follows: home and busi- 
ness addresses, telephone number, 
at least two references, information 
regarding places of employment, 
previous bank connections, original 
and genuine personal records, spec- 
imen signature for verification. All 
or as much as possible of this data 
must be in the record of every ac- 
count opened. 


Review and analysis of the 
« data by an officer experienced 
in new business work are essential. 


Signatures of new depositors 
« must be verified by their pre- 
vious banks. 


Mail addresses must be veri- 

« fied. This may be accomplished 

by the customary letter acknowl- 

edging the opening of the bank ac- 

count. The non-delivery of such 
mail serves as a stop signal. 


The depositor is not given a 
« checkbook until the investiga- 
tion is completed. 

The following of this routine rep- 
resents “due diligence” to protect 
the bank from most intended frauds. 
Thoroughness of investigation and 
care in checking the information 
would break up most of the care- 
fully-laid plans to slip through the 
protective armor of the _ bank’s 
procedure. 


It is not a good practice to have 
small loan departments where 
everyone can see them. Customers 
are often sensitive and desire pri- 
vacy. The department should be 
screened or separated if possible in 
order to help the customer crack the 
ice. 








Long Analysis —Same 
Income 


I thought you made a point in one 
of the articles in the April Bankers 
Monthly which is really unanswer- 
able. You wrote: 


“The greatest argument against 
the long analysis form is that, after 
the bank goes to all of the work of 
making this computation, it arrives 
at about the same figure as banks 
which have a one- or two-item 
charge.” 


Just this week, we had a man 
bring in a card showing the basis of 
charges made by Portland banks 
and we found that their cost per 
account to customer with all their 
rigamorole of credits and charges 
resulted in about the same net cost 
to the customer as our own simple 
charge. 


Our Nebraska Bankers Associa- 
tion worked out a chart giving cost 
per account of varying balances and 
number of checks written, after 
allowing certain credits and making 
various charges, and in the end, that 
chart worked out about three cents 
per check! 


The bankers who insist on a long 
form analysis of accounts so as to 
give proper credit for balances 
maintained are really just kidding 
themselves—and not the customer. 
The customer knows he is paying 
the cost of the operation and he isn’t 
fooled any by the “explanation” 
about credit given for balance main- 
tained. He is only irritated and ag- 
gravated by the silly process which 
he does not understand—and which 
most bankers don’t seem to under- 
stand, either. 


I thought your own article, “Liver 
Once Cost Nothing—Checking Serv- 
ice Once Was Free”—was excellent. 


We think we are going to get rid 
of the “exchange racket” in Ne- 
braska. Our bill to abolish exchange 
is going right along and is nearing 
final adoption.—E. W. Rossiter, pres- 
ident, Bank of Hartington, Harting- 
ton, Nebraska. 


Be gregarious but dignified; 
obliging but firm; courteous but 
careful; and, you’ll be the ideal 
teller. 


A man who had trained his wife 
as an investor bought a trust when 
shown a “sucker list.” 


All land is good for something; 
find out what that something is for 
vacant land in your locality . 
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Exchange-Charging Banks 
Make Trouble For Other Banks 


J. H. Peters, president, First National Bank, Loveland, Colorado 
wrote to bankers all over the country to get their experiences with ex- 
change charges. He shares some of the replies with our readers here. 


Par Banks Lose In Money And 
Labor By Handling Non-Par Checks 


This part of the state was men- 
aced with non-par banks. It took 
practically all of one girl’s time to 
keep a record of the exchange 
charges in our bank. When one of 
our boys called my attention to the 
fact that we were out $85 one 
month for exchange, I said: We will 
put a stop to that. We immediately 
notified our merchants of all the 
non-par banks in our territory and 
warned them that checks on those 
banks were not good for face value. 

I then went to Des Moines and 
threw a bill in the hopper to stop it. 
It took us a little over two years to 
get it through, but we finally won 
out. 

The new law requiring all Iowa 
banks to pay at par has saved us an 
awful lot of time and money. We 
never were able to collect all the 
exchange charges because they 
would often slip by the tellers when 
they were cashing checks over the 
counter.—L. A. Witter, president, 
Farmers Trust And Savings Bank, 
Spencer, Iowa. 


Investment Of Balances Would 
Yield More Than Exchange Income 


Non-par banks carry much larger 
balances in correspondent banks 
than they normally would do to 
compensate for the absorption. of 
exchange charges. Some of these 
funds could be invested, so non-par 
banks are losing the income. 

In other words, the system is cost- 
ing non-par banks plenty, even 
though it is not a direct expense. 

The use of service charges is a 
much sounder and more businesslike 
arrangement than the levying of 
exchange charges.—Paul E. Schmel- 
ing, president, Security National 
Bank, Superior, Nebraska. 


The Depositor Employs His Bank 
To Transfer Funds—And He 
Should Pay The Cost 


If I employ a real estate agent to 
sell my farm, I should not expect 


the purchaser to pay the commis- 
sion. It is the local depositor who 
employs his bank to transfer funds 
to distant points. Just as the em- 
ployer of a real estate agent expects 





Eleven Reasons Why 
Exchange Charges Should 
Be Eliminated 


1. It costs much more to han- 
dle exchange charge slips on 
non-par checks than it does to 
clear the checks. 


2. Non-par checks are “com- 
promise” settlements which are 
irritating to businessmen cus- 
tomers of banks. 


3. The charging of exchange 
does not create confidence in 
banks. 


4. Absorption is equivalent to 
the illegal practice of paying in- 
terest on demand deposits. 

5. If par banks everywhere 
can operate at a profit, non-par 
banks can also operate without 
exchange. 


6. Par banks lose in money 
and labor by handling non-par 
checks. 


7. The investment of balances 
would yield more than exchange 
income. 


8. The depositor employs his 
bank to transfer funds and he 
should pay the cost. 

9. It makes trouble for other 
banks to handle non-par checks. 

10. Banks which find exchange 
charge revenue essential are 
poor risks and potential failures. 


1l. Banks do not close when 
exchange is outlawed. 


to pay the fee, so the employer of a 
bank to transfer funds should pay 
the fee. 

If the non-par banks will not 
clear their checks at par, they should 
so notify their customers and have 
them purchase drafts or make a 
charge of 5 or 10 cents per check 
as a service charge——J. G. Hohl, 
cashier, Wahoo State Bank, Wahoo, 
Nebraska, 


“We Would Par Our Checks Even 
If We Did Not Need To” 


This bank belongs to the FDIC; 
also the Federal Reserve System, 
and we par our cash letter every 
day. We would par it anyway, as we 
think it is no more than right. 

If Congress is going to pass any 
new legislation, they should pass a 
law requiring every bank to par 
their own checks. Perhaps this 
might seem impossible to some 
people, but it is the writer’s opinion 
that if Congress can tell country 
bankers how many hours they are 
going to work their employees, and 
what the minimum wage can be, 
they can also tell them anything 
that is necessary about paring their 
cash letter each day, without charg- 
ing exchange. 

It is the writer’s opinion that any 
bank that cannot exist without 
charging exchange should go out of 
business, and write the word 
“failure” over its front door. To us, 
exchange is nothing more than a 
racket.—H. J. Ketchum, president, 
Security Bank of Rich Hill, Rich 
Hill, Missouri. 


Banks Do Not Close When 
Exchange Is Outlawed 


We have always been favorable 
to par clearance and we gave active 
support to the bill which was passed 
in this state last year requiring the 
payment of cash letters at par. So 
far, as we have been able to ob- 
serve, there have been no adverse 
effects upon bank stability because 
of this new law, and we know of no 
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DEBIT First National Bank, Loveland, Colo. Aug. 3 1944 


FOR THE ACTUAL COST TO US OF COLLECTING THE ITEMS LISTED BELOW 
WHICH WERE NOT COLLECTIBLE AT PAR THROUGH THE USUAL CHANNELS 
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This is the kind of statement par banks receive when they send nen-par checks through for collection. The First of Love- 
land had to make a record of the depositors who deposited non-par checks. The U. S. National had to make another 
record. When it received the draft for these checks, it had to look up the record to find out where it got the checks. 
Then it had to make out the typewritten part of this statement and mail it to the Loveland. Then Loveland had to look 
up its records and enter the names of depositors with a pen. Then statements had to be made for each of these four 
depositors in order to collect the exchange. All of this extra work had to be done by these two banks in order that 
the bank at Sutton, Nebr. might have 20 cents without facing the man who paid it, and the bank at Deshler, Nebr. 
got 85 cents by merely deducting it from its remittance draft. The Nebraska legislature has put a stop to this practice 
in that state, but there are still about 2,000 banks in other states which charge exchange. 


bank which has suspended opera- 
tions because of it.—M. C. Berkley, 
vice president, Fidelity Savings 
Bank, Marshalltown, Iowa. 


It Costs More To Keep Records On 
Non-Par Checks Than It Costs 
To Clear The Checks 


This bank has had numerous in- 
stances within the past year where 
customers in the armed services 
opened accounts with non-par banks 
near camps. They were greatly in- 
convenienced when bills’ they 
thought were being paid, were not 
completely paid, and were subject 
to penalty because of the deduction 
of exchange by banks that use this 
method of obtaining revenue. 


The time required to handle ex- 
change charge slips for transit let- 
ters is many times that necessary to 
clear the check. The labor situation 
with banks is critical. A continuance 
or increase in this unfair means of 
charging will further complicate an 
already bad condition. 

We believe that banks should col- 
lect from their own customers for 
services rendered.—D. W. Beve- 
ridge, president, The Sylvania Sav- 
ings Bank Company, Sylvania, 
Ohio. 
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Non-Par Checks Are 
Compromise Settlements 


I look upon a check as an order 
executed by one of our creditors 
ordering us to pay what we owe him 
to another party, to whom we then 
become the debtor. If we deduct an 
exchange fee from the payment of 
such a debt, we are arbitrarily 
forcing our creditor to accept pay- 
ment of our legal and moral obliga- 
tion at a discount. 

Any honorable individual or in- 
stitution looks with abhorence upon 
a debtor who forces his creditors to 
accept a compromise settlement of 
his honest debts; and rightfully so. 
—James H. Bunce, cashier, The 
First National Bank, Louisburg, 
Kansas. 


The Charging Of Exchange Does 
Not Create Confidence In Banks 


Does a check mean what it says? 
If so, I can’t see much room for argu- 
ment in favor of deducting ex- 
change. 

A check always calls for a definite 
sum of money. When the check is 
presented to the bank on which it 
is drawn, I think that bank is 
obliged to pay 100 cents on the dol- 
lar—not 95 cents in one part of the 
country and 100 cents some other 
place. 


If a check doesn’t mean what it 
says and a person takes a position 
that, because the bank needs to 
make some money and the country 
needs the bank, I suppose that books 
could be written on the subject and 
all kinds of arguments could be ad- 
vanced. 


We don’t belong to the Federal 
Reserve System but we do clear 
checks at par and we get service 
charges from our customers, and do 
not charge someone who, in good 
faith, took a check on one of our 
customers. 


I think that the failure of banks 
to pay checks at par is a reflection 
upon the entire banking business. 
This practice certainly does not pro- 
mote understanding and confidence 
on the part of the public—R. V. 
Payne, president, Hale County State 
Bank, Plainview, Texas. 


Absorption Is Payment For 
Deposits 


In over 30 years of bank experi- 
ence, I have had occasion to observe 
the calamities brought about by the 
unregulated solicitation of deposits 
through payment of interest on de- 
posits, the absorption of exchange 
charges, and other inducements 
which soundly managed banks 
could not offer. 
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“It's Absurd To Think That Checks Should Be Paid In Full” 


The idea that a drawee bank is in duty bound to remit to the 
sending bank the full amount of the check is absolutely absurd. 

You send us a check for $50. If we remit this to you in full, we 
have an expense of 214 cents for the cost of our draft, 14 cent for 
letter-head, 4 cents for postage, and as our exchange charge 
would be 10 cents, that would leave us 3 cents for clerk hire, which 


is absurd. 


In other words, we would be loser by at least 5 cents on the 
transaction. Just what do we owe you, that we should lose 5 cents 
to you on this transaction?—T. R. Frentz, President, The New 
American Bank, Oshkosh, Wisconsin. 





When we accept for full credit a 
check on an out-of-town bank 
which we cannot collect at par, we 
are paying the customer % of 1% 
for the deposit. Should we absorb 
this charge? 

I see no difference in this and ad- 
vertising to the public that we will 
credit an account with $1,000 upon 
receipt of $998.75. As a matter of 
fact, it would be more profitable to 
allow % of 1% premium for cash 
than 14 of 1% premium for a check 
which has to be processed and the 
proceeds from which are not avail- 
able for four or five days. 

Our bank has carried large re- 
serves with North Carolina institu- 
tions which, for the past ten years, 
have absorbed exchange charges up 
to a fixed percentage on daily col- 
lected balances. 

About two years ago, these insti- 
tutions found that they could not 
continue this policy and, up until 
the ruling of the Federal Reserve 
Board, their agreement has been to 
absorb half of actual exchange 
charges up to a fixed percentage on 
daily collected balances.—H. A. 
Marks, president, The Greater Wil- 
mington Chamber of Commerce, 
Wilmington, N. C. 


Consumer Credit Guides 
Published By ABA 


The increasing attention which is 
being centered on the consumer 
credit field is evidenced by the re- 
cent publication of two new con- 
sumer credit manuals by the Amer- 
ican Bankers Association. These 
manuals, which outline the general 
procedures which should be fol- 
lowed in the field, are not recom- 
mended by the authors as authori- 
tative studies since the statutory 
requirements in each state differ 
and should be used only as a guide 
under legal direction. 

One of the manuals, titled “Home 
Appliance Fic:iancing,” details the 
credit requirements and the operat- 
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ing procedure which experience has 
proved valuable in financing such 
items as furniture, floor coverings, 
and other individual purchases. It 
does not discuss the financing of in- 
dustrial equipment or commercial 
fixtures. A recommendation is made 
that various types of consumer 
lending be employed in order to 
diversify and scatter risks as well 
as Maintain a steady volume of 
business on the books. 

Methods of financing the retail 
sale of airplanes to private operators 
are discussed in the second manual, 
“Aircraft Financing.” The enormous 
increase in the importance of air 
transportation and the heightened 
public interest in this field point to 
an increased need for bank financ- 
ing. The situation is summarized in 
the introduction to the pamphlet 
which says, “The fundamentals of 
financing airplanes are not greatly 
different from those established in 
the automobile business. The financ- 
ing institutions entering the air- 
plane field will probably be called 
upon to finance the retail sales of 
new and used planes and to arrange 
for floor planning of new and used 
planes for dealers. The financing of 
flight courses as well as repair bills 
for airplanes will be additional ad- 
juncts of the business.” 


A 2-Item Service Charge 


We énjoyed your article entitled, 
“Liver Once Cost Nothing—Check- 
ing Service Once Was Free.” It is 
important that the banks get to- 
gether on this matter of service 
charges. 

Here are the service charges we 
have used since January 1, 1935: 

Fifty cents per month on all active 
checking accounts regardless of size 
of balance, except public funds and 
church accounts. 

Two-cent charge added to every 
check charged to checking account. 

No charge for deposits. 

No exchange charge. 


All items deposited credited at 
par immediately. 

No float and no account analysis, 

No interest credit allowed no mat- 
ter what the size of balance, 

No free checks. 

In other words, we have only two 
charges on checking accounts. For 
ten years it has worked very satis- 
factorily for us and our customers 
and we would like to see it followed 
in all banks. It is fair and honest 
and understandable and adds very 
little extra work for the bookkeep- 
ers. 

The two cents is added to each 
check before posting. We feel that 
a system of these two charges that 
we have tried for 10 years to the 
satisfaction of all concerned should 
be about right and our bank has 
grown steadily each year. We have 
considered many metered service 
charges and have found none to 
equal ours in practical working and 
earning power and that is the acid 
test. 

The idea of some banks giving an 
interest credit for balances they do 
not need and thus, in reality, doing 
their work for nothing for all their 
larger customers, who are best able 
to pay, is idiotic. It is also against 
the rules to pay interest on demand 
balances and I wonder that the au- 
thorities allow it. 

We enjoy the Bankers Monthly 
and appreciate it.—B. B. Watson, 
cashier, The First National Bank, 
Humboldt, Iowa. 


“Par Checks Should Be 
Labeled” 


We want our customer’s check to 
be as good as anybody’s anywhere. 

I believe that par banks should 
advertise, and suggest “This Check 
Is Worth 100 Cents On The Dollar 
In The U.S.A.” to be printed on the 
checks right below the name of the 
bank or something of that nature. 

I also believe that merchants, 
jobbers, and mail order houses, and 
any businessman who is bothered 
with the exchange charges should 
discriminate against the non-par 
bank and pay or give credit only to 
the net worth of the check. If a check 
on a par bank is worth more than 
one on a non-par bank, the payee 
should pay or give credit for more. 
This should help the par bank that 
is competing with a non-par bank 
for business. 

If the payee will not draw a color 
line it is hard for the customer to 
see the difference in banks.—Joe R. 
Turner, cashier, Mason State Bank, 
Mason City, Nebr. 
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“No longer do our depositors need a slide rule, a comptometer, 
and acertified public accountant to compute their service char ges.” 


A Four-Item Service Charge 


COMPLICATED formula for 
A cost analysis had led us into 
the use of a service charge schedule 
which was difficult to handle and 
hard to explain. We recently de- 
cided, therefore, that it was neces- 
sary to simplify our system. 

Figuratively speaking, we threw 
our complicated formulas for de- 
termining costs out the window and 
decided to approach the question of 
our service charge schedule with 
these three major propositions in 
mind. First, it had to be simple; 
second, it should have sales appeal; 
and third, it should return the same 
gross revenue to the bank as we had 
been receiving under the.old system. 

Because we had already indoctri- 
nated our customers with the theory 
of a percentage return on balances, 
we tried to equal our old credit in 
the new service charge system by 
offering an allowance of 10 cents 
per $100 of deposit balance in excess 
of $300 left with us throughout the 
month. 

In telling our customers that 10 
cents per $100 was equivalent to a 
12% allowance, we merely figured 
what the return of 10 cents per hun- 
dred would be at an annual rate. If 
our depositors had not been accus- 
tomed to hearing this rate men- 
tioned, we probably would not have 
brought it up in our new schedule. 

The $300 basis was set in order to 
prevent us from giving the bank 
away to people who had practically 
no balance on deposit with us. We 
applied this limitation to all ac- 
counts in order to show our custom- 
ers that they were paying on a share 
and share alike basis. 

I believe that, in the past, we have 
been at fault in assuming that the 
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Makes Life More Simple 


“Between the tax collector, the OPA, the WLB, the WPB, 
and a hundred and one other agencies, most folks have 
enough paper work to do and will appreciate, we are sure, 
anything that makes life more simple’”—dquoted from this 
bank’s announcement of a simplified service charge. 


By HARLAN H. GRISWOLD 


Cashier, Central National Bank, 
Yonkers, New York 


minimum balance calculation in 
place of the average balance calcu- 
lation is unfair to the depositor. We 
have only conditioned ourselves into 
thinking that it is the average bal- 
ance we have been using during the 
month. As a matter of fact, while 
this may be theoretically true of all 
the accounts taken together, it is 
certainly not true in the case of any 


individual depositor — particularly 
since the day of call loans seems to 
be pretty well relegated into the 
past. 

If there should be any advantage 
to the bank in using the minimum 
rather than the average, we believe 
that advantage should be passed 
along to the customers by way of 
reduced charges. This would place 
the services we render on a con- 
stantly declining cost basis and 
thereby encourage depositors to use 
checks and establish checking ac- 
counts. 





How The Long Schedule Was Simplified 


Old Schedule 


1. The average ledger balance 
was determined. 


2. The average daily float was 
computed and deducted. 


3. 25% of the available funds 
was deducted. 


4. The average loanable bal- 
ance was secured. 


5. 2% of the loanable balance 
was computed as an earnings 
credit. 


6. Ledger entries were charged 
at the end of the month at 4 cents 
each. 


7. A maintenance charge of 85 
cents was made to accounts with 
an average balance less than 
$670. 


New Schedule 


l. The minimum balance is 
now used. 


2. Float deductions are elimi- 
nated. 


3. Reserves are not deducted. 


4. Credits are computed on the 
minimum balance. 


5. Three places are pointed off 
to the left on the minimum bal- 
ance. 


6. Each check paid is charged 
at 3 cents. Checks deposited have 
a fee of 3 cents. Cash deposited 
has a fee of 3 cents. No charge 
for deposit slip. 


7. A maintenance charge of 50 
cents “for preparation and deliv- 
ery of monthly statement” is 
made to all customers. 
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The following schedule of fees is based on actual services rendered each month: ‘ 


CHARGES 


General Service Fee for preparation and delivery of monthly statement 


For crediting cash deposited 
For crediting checks deposited 


We send to paying bank, collect, and credit your account. 


For each check paid, which we verify for correct signature, date, etc., 


and post on your account 


ALLOWANCES 


An allowance offset at the rate of 10¢ per $100. will be made on the deposit balance 
in excess of $300 left with us throughou% the entire month. 


(For a simple and quick check on the allowance, pick out the minimum balance on your statement, 
subtract $300, and mark off three places This equals 10c per $100 on balances in excess of $300) 


CENTRAL NATIONAL BANK 


A Lot Of Unnecessary Work 


Our old long-form schedule re- 
quired the monthly preparation of 
service charge statements which 
considered ten different factors—all 
of which required a great deal of 
laborious effort to compute. 

We would begin by determining 
the average ledger balance. This 
necessitated adding the closing bal- 
ance for each day in the month and 
then dividing by the number of days 
in the month. 

Deposits were formerly added to 
the ledger balance immediately 
(and credit given to offset charges), 
although it is impossible to invest 
these funds instantly, This is true 
not only because of the mechanics 
of sound investment procedure, but 
also because deposits consist of 
many items which require various 
periods to secure final collection. 

We, therefore, had to compute a 
deduction from the average balance 
for float in order to correct the final 
figure. In order to do this, we added 
the deposits for the month, multi- 
plied by three, and divided by 30 to 
strike an average. 

Our next step was the deduction 
of 25% from the average balance in 
order to obtain the legal reserve and 
the cash we found it necessary to 
retain on hand for customers’ re- 
quirements. 

The fourth figure we obtained was 
the resultant “Average Loanable 
Balance.” This figure represented 
the balance of the customer’s ac- 
count which we were free to invest 
in order to realize an income for 
the bank. 

Our fifth step was the computa- 
tion of an earnings allowance at 2% 
per year. We allowed this amount 
of free service on all accounts. 

This was followed by the comptu- 
tation of all expenses involved in 
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handling the account. We charged 
four cents for each ledger entry and 
the total of this charge was deter- 
mined by adding the number of 
debits and credits on the statement. 
Listed check deposits were posted 
as one item and added in for the 
total number of checks involved. 

The seventh step was the assess- 
ment of a charge of three cents for 
each item deposited. This was com- 
puted by adding the total number 
of entries on each deposit slip pre- 
sented for deposit. 

The next point we had to consider 
with our old set-up was a mainte- 
nance charge. In order to cover the 
cost of preparing and mailing the 
statement and general overhead ex- 
penses, we assessed each account 
with an average collected ledger 
balance of less than $670 with an 
85 cent fee. 

The addition of all the expenses 
involved in handling the account 
followed and the resultant figure 
gave us the total expenses. 

The tenth and last step consisted 
of obtaining the difference between 
the earnings allowance and the 
charges for the services we had ren- 
dered. 

This long series of computations 
has been replaced by an efficient 
easily understood service charge 
formula which considers only five 
quickly determined steps in arriv- 
ing at the customer’s charge. 

The first of the charges is a gen- 
eral service fee of 50 cents for the 
preparation and delivery of the 
monthly statement. Second, we have 
a 3-cent fee for crediting cash de- 
posited. Third, we have a 3-cent fee 
for crediting checks deposited. 
Fourth, we charge three cents for 
each check paid and posted to a cus- 
tomer’s account. And last, we give 
each customer an allowance of 10 


cents for each $100 on his deposit 
balance in excess of $300 left with 
us throughout the entire month— 
the minimum balance. 


Although our gross income from 
service charges will probably re- 
main the same, our profit ratio will 
increase because of the reduction in 
the work involved in handling our 
analysis. 


Our simplified schedule is one 
that is highly regarded by our cus- 
tomers since they can compute their 
own charge. Our previous experi- 
ence with a long-form schedule 
shows us that depositors dislike long 
and complicated formulas just as 
much as we do. 


Undesirable Accounts 
Dropped 


In order to prevent overdrafts, we 
exercise considerable care in the 
opening of accounts and assess a 
50-cent charge for each check re- 
turned on account of insufficient 
funds. However, there are still many 
instances where checks are pre- 
sented which are drawn against in- 
sufficient funds. 


Where the practice is not abused, 
we are very liberal in paying the 
checks. But, if they are drawn 
by a constant offender, the checks 
are turned down, service charge 
is assessed, and if the case becomes 
an aggravated one, we write a 
letter of warning. If the customer 
still persists, we notify our tellers 
to accept no further deposits and 
a check for his balance is for- 
warded to him. The number of of- 
fenses is not counted, but the items 
pass over my desk each day—en- 
abling us to weed out the undesir- 
able accounts—W. C. Pitner, cashier, 
American Trust and Banking Com- 
pany, Chattanooga, Tenn. 


I have been following your arti- 
cles on check forms with great in- 
terest. I consider them a real con- 
tribution to the cause of improving 
banking practice. It is a satisfaction 
to note that there is a good deal of 
unanimity on the most essential 
points, which seem to augur well 
for results—H. Kay Humphrey, 
chairman of the board, Winnetka 
Trust and Savings Bank, Winnetka, 
Ill. 


The first rule of conducting a 
bank in the interests of sharehold- 
ers is to render the best service to 
depositors. 
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: A List Of Safe D it Box Content 
2 IS ale Cposl Ox UOntents 
in 
ty 
This bank believes it is to the bank’s advantage as well as to the 
2 advantage of the customer to encourage customers to keep a list 
ir of safe deposit box contents. Here is the way it promotes the idea. 
i- 
le 
1g HILE safe deposit has been a By E. W. ROSSITER that the customer first check the list 
as part of banking for many President, Bank of Hartington, of items.which we suggest for safe 
years, it is doubtful if there are Hartington, Nebraska deposit protection to indicate which 
many bank customers who really he has in his possession. 
understand how to make the best In this pamphlet, we give a list of We tell him as Step Two to gather 
use of a safe deposit box. Some peo- possessions that deserve safe deposit these things together and make a 
ple fill it with papers and goods protection and we provide a large list on the record form we provide, 
which do not need that kind of pro- page on which record can be made _ and then take them to the vault and 
tection. Others fail to put some of what is put into the box. put them into the box. This is all 
ve things into the box which should This pamphlet did not cost us very simple for him to do and our 
he have safe deposit protection. much. As a matter of fact, we want customers have often told us of their 
a Probably the large majority make to put something useful such as this appreciation of this practical help 
e- no record of what they put into the into the hands of our customers at we have given them. 
nt box, and eventually forget what is regular intervals anyway. We find In our weekly newspaper, we ran 
ny there or forget to look there for that customers are more likely to a couple of paragraphs headed “Safe 
'e- some important document they need. give their safe deposit box the Deposit Box Month,” repeating some 
n- We don’t tell our customers this, proper thought if something like of our copy in the folder and using 
but we recognize it and, in order to this is provided them, without their the opportunity to stress the im- 
ed, help them avoid mistakes, we dis- asking for it. For that reason, we portance of making a will. These 
he tributed a pamphlet, supplied by have mailed this folder to every paragraphs are: 
wn A.B.A., entitled, “How To Make The customer. “The month of May is Safe De- 
*ks Most Of Your Safe Deposit Box.” Our suggestion in this folder is posit Box Month with the Bank of 
"ge 
1es ~—_ sara —— - — 
a WHAT MY SAFE DEPOSIT BOX CONTAINS: 
ner (Keep this record at home for ready reference) 
2 HOW TO MAKE pened can 
a THE MOST OF YOUR ae ection 
wt SAFE DEPOSIT BOX... onan oe 
MS 
Pn- Your safe deposit box in our vault is the logical place for all your valuable 
“3 articles and important papers. Naturally, the annual rental you pay will be the 
sire same whether you keep one or two things in the box or fill it to capacity; so 
1eT, why not make the most of your investment? 
m= STEP ONE: 
For your convenience, here is a check-list of the articles and documents that 
should have safe deposit protection. We suggest that you take a pencil now 
and put a check mark alongside the belongings which you have, and want to 
: safeguard against fire, theft and loss. 
oa POSSESSIONS THAT DESERVE SAFE DEPOSIT PROTECTION: 
on- = : 
ring 
tion ; 
1 of 
tial 
vell 
rey, 
etka 
tka, 
STEP TWO 
Gather together all the things you have checked and list them in the 
g a as a convenient desk record. Then bring your valuables to ou 
old- in your safe deposit box 
e to 
HLY September, 1945 





Hartington and its customers. All 
safe deposit box rentals are due in 
May. If you have not received a 
notice in the mail, inquire about 
your rental payment next time you 
are in the bank. 

“Nearly every family should have 
a safe deposit box in our vault. It 


The vault protects against fire and theft but, 
it does not serve best unless the owner keeps 
a record of what is in his box. 


would provide one place where you 
could keep your papers safely and 
always know exactly where to look 
for them. 


“Your deeds, abstracts, insurance 
polices of all kinds, armed service 
records, car title certificates, con- 
tracts, income tax records, marriage 
and birth certificates, bonds and all 
important papers, should be kept in 
a vault, safe from misplacement, 
theft, and fire. It is also a good place 
to keep one copy of your will. 

“And while mentioning this sub- 
ject of wills, have you made your 
will or otherwise made disposition 
of your property in the event of 
death? If you have not done so, then 
consult your attorney and get that 
matter taken care of. Men should 
not put off this very important— 
perhaps the most important act in 
their whole lives—until serious ill- 
ness or accident overtakes them— 
and then attempt to make wise de- 
cisions under such conditions and 
circumstances. Determine how you 
wish to dispose of your property and 
do it now while you are in good 
health and sound mind. Don’t put 
it off! Even tomorrow may be too 
late!” 


We have had an unusual amount 
of comment from customers who 
decided to keep all their important 
papers in a safe deposit box and to 
make a list of them so they would 
know where to find them. The list 
set forth in the folder prompted 
quite a number to try to locate im- 
portant papers which they had for- 
gotten and lost track of entirely. 
Some had to rent larger boxes. 

Many new boxes have been rented 
as the result of our little campaign. 
Altogether, customers have acquired 
information on the safekeeping of 


papers which they very definitely 
appreciate. The suggestion on mak- 
ing a will has brought a number in 
for some further information on that 
subject which we give them, to- 
gether with the further suggestion 
that they consult their own lawyer. 


An After-Hour Bank Visit 


That heading sounds as though 
this were to be an article about rob- 
bers. As a matter of fact, it is telling 
the story of a bank which invited a 
group of its customers to visit the 
bank in the evening for a demon- 
stration and first-hand information 
about banking technique. 

The story is told in an item in the 
house organ of the Framingham 
National Bank, Framingham, Mas- 
sachusetts, and is as follows: 

It was a special pleasure for us 
to have the Neighborhood Club pay 
us a visit a few evenings ago. Their 
regular meeting was conducted here 
at the bank, after which those pres- 
ent made a tour of the entire build- 
ing. By special arrangement, the 
vaults were opened for the occasion 
and our guests had the opportunity 
of examining the complicated bolt 
work and electrical devices which 
form part of the burglar protection, 
after which they saw the actual 
closing of the vaults for the night. 
Several members of our staff were 
on hand to demonstrate the various 
machines. The general handling of 
the bank work was explained as the 
different departments were reached. 

We welcome opportunities like 
this to have our friends see our 
“workshop.” As one of our officers 
said to the Neighborhood Club, “You 
may get the idea we are proud of 
our bank ... we are.” 


All Banks In Nebraska Now Pay At Par 


The Nebraska Legislature recently passed 
a bill requiring all banks in that state to pay 
their checks at par. Iowa has a similar law 
and other states are considering such laws. 
The Nebraska bill reads as follows: 


An act relating to banks and banking; to 
provide for the clearing at par of all checks 
drawn on any bank or trust company organ- 
ized under the laws of this state; and to pro- 
vide penalties. 


Be it enacted by the people of the State of 
Nebraska, 


Section 1. All checks drawn on any bank 
or trust company organized under the laws of 
this state shall be cleared at par by the bank 
or trust company on which they are drawn; 
provided, the foregoing direction shall not be 
applicable where checks are sent to banks or 
trust companies as special collection items. 

Section 2. Any officer or employee of any 
such bank or trust company who violates the 
provision of this act shall be guilty of a mis- 
demeanor, and upon conviction thereof, shall 
be fined not less than five dollars nor more 
than ten dollars for each offense. 
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Time to get your name on 
the Recordak list 


OU can’t actually get a new Recordak 

today. But if you’re anxious to extend the 
use of this time-saving, cost-reducing busi- 
ness machine . . . or to start using it for the 
first time . . . you can do this much. 


You can order Recordak now, as the most 
forward-looking banks are doing—thus get 
first call on the new, improved models that 
will go into production the moment govern- 
ment orders have been met. 


ADVANTAGES OF RECORDAK MANY 


In bookkeeping operations, Recordak’s Sin- 
gle Posting System saves up to 40% in man 
hours and machines . . . up to 98% in space, 


and Recordak reduces copying costs to a new 
low of from 1/25 to 1/10 of a cent per item! 
In transit operations, the Recordak Transit 
System cuts charges as much as 40% by 
doing away with time-consuming descriptive 
and numerical methods . . . gives you and 
your depositors protection that no non- 
photographic system can match. 


COSTS LITTLE TO INSTALL 


Get the figures. You’ll be amazed at how little 
it costs Recordak-equipped banks to handle 
transit and bookkeeping . . . the photographic way. 
For these figures, write—Recordak Corporation, 
Subsidiary of Eastman Kodak Company, 350 
Madison Avenue, New York 17, N. Y. 


Originators of modern microfilming . . -Recordak 
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Answers on page 416 


ii Is it safe to cash a check whose amount in numer- 
als has been changed by the payee to conform to 
the amount written in words? 
a. Yes, the written amount is the legal amount; b. No, never cash 
an altered check; ¢. Yes, if the endorser has a good account. 


What are the differences in the duties of an ad- 
ministrator and an administratrix? 
a. One must administer an estate, the other receives the benefits 
from the estate; b. One merely represents the estate in court, 
the other has authority to act individually; ¢«. The duties are 
exactly the same, the administrator is a man and the adminis- 
tratrix is a woman. 


Do some service charge schedules include a charge 
to the depositor for deposited items returned 
unpaid? 
a. No, that would be against the law; b. Yes; ¢. Not if the de- 
positor has a certain balance. 


4) There are three bankers associations with the 
initials W. B. A. Name them. 


If an instrument is payable “to bearer” it can be 
negotiated by: 
a. Indorsement only; b. Delivery without indorsement; ¢. Present- 
ment at a specific time and place. 


On what denomination of currency is there a 
picture of a man’s home? 


a. $5; b. $10; «. $20; d. $50; e. $2; f. $100. 


What is the lowest capital requirement for state 
banks of any state in the Union? 


a. $10,000; b. $25,000; «. $18,000. 


8 If you were listing checks on a multiple-key add- 

ing machine, and had the following amounts to 
list, state how many keys (not counting the motor 
bar) you would have to touch: $1; $20; $300; $40; 
$5; $600? 


a. Six; b. Twelve; c¢. Fifteen; d. Eighteen; e. Twenty-four. 


Which of the following items on a farmer’s finan- 
cial statement are assets? 


a. Accounts Payable (not due); b. Investments; ¢. Cash Surrender 
Value Life Insurance. 


In which city is the Federal Reserve Bank for 
the 10th District? 


a. Atlanta; b. Chicago; ¢. St. Louis; d. Minneapolis; e. Kansas City. 


Which of the following items should be dishon- 
ored and returned to the bank from which they 
were received? 


a. Incorrect signature; b. Date a week old. 
A customer cashes a check for $128 and asks for 


currency with no two pieces alike; what would 
you give him? 


a. One $100, one $20, one $5, three $1’s; b. One $1, one $2, 
one $5, one $20, one $100. 
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Which of these amounts can be paid with three 
coins—all different? 


a. $.99; b. $1.01; «. $.36. 


If you were working in a bank in San Francisco, 
California, and were asked to sort from a ‘batch 

of checks all those in your Federal Reserve District, 

you would select transit numbers with which of the 

following prefixes? There are prefix numbers in addi- 

tion to these, but only one of these numbers applies. 
a. 333; b. 11; ¢. 444; d. 555; e. 666. 


Which one of the following statements regarding 
this check form is correct? 


a. It is against the law 
to advertise a product 
on a check; b. The 
number on a check is 
much better on the 
left-hand end where it 
cannot be confused 
with the amount; c. 
Voucher items must not 
be printed anywhere 
on the check. 


Which two of the following are not cash items? 


a. Express Money Orders; b. Checks taken for collection; ¢. Drafts 
taken for collection; d. Matured Trade Acceptances. 


If the cashier handed you a check with this nota- 
tion on it, “No End.,” what would his notation 
mean? 


a. Do not send the statement; b. Do not enter on the depositor’s 
statement; ¢. No exchange to be charged; d. No endorsement. 


If you had the following five jobs to do in the 
course of the day: “1. Computing float for posting 
to analysis record; 2. Computing uncollected funds; 
3. Computing service charges; 4. Computing average 
daily balances on checking accounts; 5. Computing 
savings interest,’ and wanted to do them all on one 
machine in the least amount of time, which machine 
would you select if the following machines were 
available? 
a. Posting machine; b. Desk adding machine; ¢. Loan and dis- 
count machine; d. |. B. M. distribution machine; e. Electric calcu- 
lator. 


Which of the following items on a farmer’s finan- 
cial statement are assets? 


a. Real Estate Mortgages protecting notes payable; b. Farm 
equipment; ¢. Live Stock (not for sale). 


A customer hands you a dollar and says, “I want 
to get 45 cents change out of this,” what would 
be the best assortment to give him? 


a. Half a dollar and two quarters; b. Half a dollar and ten nick- 
els; ¢. Half a dollar, a quarter, two dimes, and a nickel. 
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Because—there is no match for Burroughs 
machines . . . built with precision to operate 
with precision . . . designed to provide long 
and dependable service. 


Because—there is no equal to the range of 
3 Uj 4 RO H. G é S the Burroughs line . . . machines for practically 
every purpose ... machines specifically de- 


* ACH } & E S signed for specific jobs . . . machines flexibly 
designed for versatility of application. 

AR E P R E F E R R E D Because—there is no rival to the Burroughs 

maintenance service . . . prompt, dependable 

WH EREVE R You G0 and efficient . . . organized to give Burroughs 


owners freedom from mechgnical interruptions, 


to insure them the fullest use of their machines. 


Because—there is no equivalent to Burroughs 
counsel . . . technical help by machine accounting 
men with years of experience in planning effi- 


cient applications and installations for all types 


of businesses. 


BURROUGHS ADDING MACHINE COMPANY 
DETROIT 32, MICHIGAN 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES « NATIONWIDE MAINTENANCE SERVICE « BUSINE6S MACHINE SUPPLIES 
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No Month-end Analysis. 7 
No Fees For Intangible Services Such As Float. 
No Earnings Credit Allowance. 
No Work To Determine Average Balances. 


No Per-check Charge. 


YET 


This Bank Collects 1% Of Deposits 


As A Yearly Service Income 


HE Deerfield State Bank, Deer- 

field, Illinois, gives something 
tangible when customers pay a 
charge. It has done this for years. 
As a matter of fact, it has never 
analyzed an account. Never has it 
used the earnings credit allowance, 
in which the customer gets his al- 
lowance if he uses the service and 
doesn’t get it if he does not. 

It has never, in all these years of 
making charges, had to spend any 
time in computing charges at the 
end of the month. Charges are col- 
lected at the time the tangible serv- 
ice is rendered. 

It has never tried to teach its cus- 
tomers what float is. We have known 
banks to attempt this with unpleas- 
ant results. 

To discourage customers, who 
may form the habit of withholding 


deposits until the day on which their - 


account is in need of funds to pay an 
incoming transit check it charges 
25 cents for each transit check paid 
in this manner. 

That is, if a person mails a check 
to New York for $500 on a day when 
he has less than $500 balance, the 
bank charges him 25 cents when 
that check comes in, even though he 
made a deposit to cover it before it 
arrived. This charge has made cus- 
tomers understand that they must 
never write a check for more than 
they have in the bank at the time 
the check is written. 


Schedule Of Charges 
Collected At The Time 
Sale Is Made 


Cents 


. Monthly statement with 


cancelled checks 20 


. Checks on other banks 


deposited—each 05 


. Check books purchased 10 
. Pad of 100 deposit tickets 10 
. Checks returned unpaid 25 
. Overdrafts 25 
. Transit checks paid from 


funds deposited same 
day—each 25 


. Federal Deposit Insurance 


(per year) 50 


. Checks on other banks 


cashed 
Up to $50.00 
$50 to $100 20 


Each additional $100 
or fraction 05 


. Bond coupons deposited— 


per issue (one or more) 10 


. Savings account with- 


drawals 05 


. Bank Money Orders—same 


rates as charged for Post 
Office Money Orders. 


Earnings Credit Unnecessary 


This bank believes that it renders 
enough service in providing a safe 
place for its depositors’ money so 
that it is not necessary to allow an 
earnings credit to offset service 
charges. Every customer pays its 
charges—pays them willingly and 
gladly—because he gets evidence of 
a service rendered when he pays 
the charge. 

It avoids all of the work of aver- 
aging balances at the end of the 
month, 

It makes no per-check charge. It 
sells check books and deposit tickets 
instead. It charges 10 cents for each 
small check book and 10 cents for 
each pad of 100 deposit tickets. 
Larger check books sell for more, 
and imprinting adds extra cost. 

It makes a clearing charge of 5 
cents on each check drawn on an- 
other bank which is deposited by a 
customer. It charges 10 cents for 
cashing checks drawn on other 
banks, in amounts up to $50, and 
20 cents for those between $50 and 
$100, and 5 cents for each $100 in 
addition above that amount. 

It also makes a charge of 5 cents 
for each savings account with- 
drawal. 

In addition to this, it makes a 20- 
cent charge for each monthly state- 
ment rendered with cancelled 


(Continued on page 410) 


This Bank Gives Something Tangible When Customers Pay A Charge 
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Correspondent banks, let this be 
your Foreign Department! 


OST OF OUR domestic correspondent banks 
find it unnecessary to maintain their own 
Foreign Departments since the complete facilities 
of our Foreign Department are at their entire 
disposal. If a problem arises all that is necessary 
is to phone, wire, or write us. They initiate the 
transactions; we furnish the facilities. 
The long experience of our Foreign Department 
enables us to provide correspondents with pro- 


cedures requiring minimum detail work on their 
part on transactions involving Foreign Remittances, 
Letters of Credit, Export Collections, etc. 

Here is an excellent method to secure additional 
revenue and other collateral benefits, to maintain 
existing relationships with old customers, and to 
develop business with new clients. 

Your inquiries as to how we can work with you 


on Foreign banking transactions are invited. 


MANUFACTURERS TRUST COMPANY 
55 Broad Street, New York 15, N. Y. 


Member Federal Deposit Insurance Corporation 
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: THE : 
, HAMMERMILL * 
. COLUMN * 


You would probably be surprised to find 
what an exciting adventure it is to go 
through a modern paper mill—especially 
one where the paper is made complete, 
under one control, :in a continuous 
process. 
* . + 

At Hammermill, on the lake shore in 
Erie, Pennsylvania, even a layman can 
see how paper is created—but it seems like 
an elaborate sleight-of-hand feat. 








Starting with the raw materials, you see 
the finished product come into being step 
by step before your eyes. First you watch 
logs of spruce—which were grown on the 
company’s own woodlands in Canada— 
sliced into chips by mighty power-driven 


knives. 


* * * 


ture prepared right there by Hammermill’s 
own technicians. 

+ © 
You follow on through the cleaning and 
bleaching steps, where the great masses 
of pulp turn to a snowy whiteness before 
they go to the paper mill. 

« * . 
Then the pulp goes into great tubs called 
beaters where, now looking like an agitated 
mass of soft ice cream, it is prepared for 
the papermaking machines under the eye 
of skilled craftsmen. 

. - + 


Then you see the pulp—now a milky 
fluid more than 99 per cent water—flow 
from the beaters onto a continuous belt 
of fine-mesh screen through which the 
water is drained and ‘shaken’ away. 
* . . 

The moving sheet of pulp begins to look like 
paper to you now, and revolving cylinders 
implant the famous Hammermill water- 
mark (the “‘best-known name in paper’’) 
into the moist fiber of the paper itself. 





mermill Safety, the paper is then taken 
into a closely oo room, where only 
a few trusted Hammermill employees 
are ever allowed. Here, by Hammer- 
mill’s own process, the surface is sensi- 
tized so that any tampering will be 
instantly visible. 

* 
Made complete in one mill, every step 
under constant scientific control: that’s 
why Hammermill Safety is truly uniform 
—in its strength, its smooth writing sur- 
face, its protective qualities. 

* * + 
We'd like you to know this fine check paper 
better. We'll be glad to send you without any 
obligation a Hammermill Safety sample book. 
No salesman will call. Just address (mention- 


Company, 1505 East Lake Road, Erie, Pa. 
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You — along to huge digesters, four | 
stories high, where these chips are ‘‘cooked’’ | i 
into pulp in a sulphur-and-lime acid mix- | charges 10 cents per issue for one 





ing this magazine, please) Hammermill Paper 


When the finished product is to be Ham- | 


| and 


checks attached. This is a tangible 
service for which its customers are 
willing to pay this small amount. 
It has never had a kick and its cus- 
tomers seem to feel that this is a 
reasonable charge for the amount 
of service rendered. 

If a customer deposits a check 
which is returned unpaid for any 
reason, it charges him 25 cents for 
the extra work involved in the 
matter. If he overdraws his account, 
it charges him 25 cents for each 
offense, largely as a means of train- 
ing him to handle his banking more 
as it should be. 

It charges each depositor 50 cents 


| per year to pay Federal Deposit In- 


surance, regardless of his balance. 
This flat charge saves work. It does 
not need to take into consideration 
the amount of balance each cus- 
tomer has and compute a different 
insurance payment for each cus- 
tomer. (Insurance on $5,000 is only 
50 cents a year.) 

In collecting bond coupons, it 
or more coupons. It then handles 
these through its city correspond- 
ents. It charges the same rates for 
bank money orders as are charged 
by the post office for post office 
money orders. 

J. W. McGinnis has been the cash- 
ier of this bank ever since service 
charges were inaugurated and has 
had the policy here described from 
the beginning. 

At first, most banks had rather 
simple schedules, but as time went 
on, some of the larger banks em- 
ployed cost accountants to analyze 
this and that and the other thing, 
the longer the accountant 
worked, the more complicated the 
schedules became. 

Some promoted the idea that the 
bank was actually borrowing money 
from the customer when it accepted 
a deposit, and therefore, should pay 
the customer interest for his de- 
mand deposit. Mr. McGinnis never 
saw it that way. He thinks his bank 
is rendering a valuable service to 
its customers when it accepts their 
deposits and keeps them in its vault, 
safe from fire and theft and other 
loss. His customers thinks so too. 

This bank pays interest on cer- 
tificates of deposit only. Mr. McGin- 
nis says: “Some banks have criti- 
cized us because they think we make 





too much money on our depositors. 
Our depositors don’t think so. If a 
bank is not organized for the pur- 
pose of selling its service to the com- 
munity, then I don’t know what it 
is organized for. Other business 
houses are organized for the purpose 
of making a profit and depositors 











sense greater security in their bank 
when it operates at a profit. 

“T have heard some bankers argue 
that the customers supply the goods 
for the bank to sell, that is, the 
money for the bank to lend. It has 
always seemed to me that this is no 
more true of a demand deposit than 
it is of a safe deposit box. By that, I 
mean that there is no reason why 
we should supply safe deposit boxes 
without rental (as was done in times 
past), than there is for us to supply 
a safe place in the same vault for 
the customers’ money and then pay 
him for putting the money in our 
custody. 

“Tt is true that we lend and invest 
from funds deposited with us but 
seldom is the borrower also the 
depositor of the amount he borrows 
and such loans and investments 
must, of course, be determined and 
rated in consideration of the mo- 
mentary desire of depositors to 
withdraw their funds. 

“Perhaps, I can summarize our 
experience in this way: 

“We have kept our charges sim- 
ple. 

“We have given something tangi- 
ble for each charge made. 


“We have not discriminated 
against the small depositor or the 
large one. 


“We have saved ourselves work. 

“We have collected more service 
fees, and we have pleased the cus- 
tomer more because we gave him 
something he could see when he 
paid his money.” 


Judge Each Account 
On Its Own Merits 


It is our practice to have all new 
accounts opened by an officer of the 
bank in order to establish proper 
identification and responsibility. 
Blank checkbooks are available at 
one locality and a competent clerk 
is in charge to insure that books are 
given out only to proper persons. 

Our overdraft policy is to con- 
sider each case on its own merits— 
basing our judgment on our knowl- 
edge of the depositor and the type 
of account carried. We discourage 
overdrafts and if an account be- 
comes too troublesome in this re- 
spect, we arrange to have it closed. 
—Tennys B. Wadsworth, cashier, 
First Portland National Bank, Port- 
land, Maine. 


Finance improvements which in- 
crease a farm’s income possibilities. 


A bank officer’s first duty is to 
the owners of the bank. 
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This emblem identifies the 
Mississippi Valley Trust 
Company at Broadway 
and Olive Street in St.Louis. 


Another leading bank using Hammermill Safety 


The Mississippi Valley Trust Company of St. Louis for more than 90 years has enjoyed 


a position af financial leadership at “the crossroads of the world.” 


Shown below is one of the checks of this distinguished institution. It is printed 


on Hammermill Safety with the bank's trade-mark as part of the surface design. 


MANUFACTURED BY HAMMERMILL PAPER COMPANY PA FOUNDED 1898 
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Liability Assumed When 
Safe Deposit Boxes Are Rented 


This article describes the relationship between the renter and the 
safe deposit company and indicates the degree of potential liability 
inherent in this phase of bank operation, Other articles to follow 
will recommend operational rules, access practices, and special 
practices in the event of contingencies. 


HE only thought of the original 

safe deposit operators was to pro- 
vide a vault with physical protection 
adequate to resist burglaries. As the 
business grew, bankers realized that 
it was necessary to protect them- 
selves against dishonesty and in- 
efficiency from within. 

In other words, the physical se- 
curity of the reenforced concrete 
walls of the vault, the steel linings, 
steel doors, and even modern elec- 
trical protection are no stronger 
than the integrity and ability of the 
staff employed to work within that 
concrete and steel inclosure. 

As the business continued to grow, 
other hazards arose and constantly 
threatened this department. For ex- 
ample, the exact relationship be- 
tween the bank and the renter were 
not fully defined at first. The ideal 
relationship would be that of land- 
lord and tenant and the courts have, 
on occasion, lent encouragement to 
that concept by holding the rela- 
tionship to be that of lessor and 
lessee. 

In the famous Russel Safe case, 
The People vs. The Mercantile Safe 
Deposit Company, New York City, 
before the Appellate Division in 
1913, the court gave, in part, the 
following opinion, “So far as I can 
see, the defendant had no more 
possession or control over the se- 
curities contained in the box in 
question than the landlord in a 
general office building has over the 
securities contained in a safe be- 
longing to one of its tenants and 
contained in the private office of 
the latter.” 

It must be remembered that this 
case was an action brought by the 
state because the Safe Deposit Com- 
pany had allowed a joint renter to 


By HARVEY J. JUHRE 


Secretary, Western New York Group, 
New York State Safe Deposit Association 


remove the securities of the other 
renter, Russel Safe, after his death 
without sealing the safe for tax in- 
spection. Undoubtedly, the court 
did not wish to hold the third party 
responsible which probably ac- 
counts for the reasoning in his opin- 


ion. We must not forget that, despite 
his opinion, we do seal the box of a 
decedent safe renter, whether he be 
an individual or joint renter, for 
tax inspection. 

Justice Erlanger in delivering an 
opinion of the Supreme Court of the 
State of New York said in part, 
“The box in the vault (Chatham 
and Phenix) is under the absolute 
contro] of the one renting it,” indi- 
cating the relationship is not one 
of bailment. 


No Safe Deposit Vault Is More Secure Than The Alertness Of Its Attendants 
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However, Justice Pattison, in an | 
opinion of the Court of Appeals in | 
New York said, “There is some con- . ‘ 
fusion as to the proper definition of | h 
the relations existing between the Accurate Weig i! 
lessor and lessee of safe deposit | AA | 
boxes under conditions similar to j al Saves Postage Do ars 
those in this case. : ° 
“In some cases, and by some text | 
writers, it is held that the relations 
between them is that of lessor and 
lessee. While, in many of the best | 
considered cases, the courts have 
regarded and treated a transaction 
such as this one as a bailment and 
the relations existing between the 
lessor and lessee of the boxes as 
that of bailor and bailee.” 





The Legal Relationship 
Between Renters And 
Safe Deposit Owners 


1. Some court decisions hold 
the relationship between a renter 
and a safe deposit operator to be 
that of lessor and lessee—which 
places the landlord under no ob- 
ligation to his tenant with regard 
to the property leased. 


2. Other legal opinions hold e ° 

the relationship to be that of Save With USPM Mailroom Scales 
bailor and bailee. Bailment has 
been defined as the delivery of 
goods in trust and the bailor is 
considered fully responsible to 
the bailee for the value of the 
goods. 


These highly sensitive USPM Mailroom Scales can save you as much as 
10% of your postage costs! They pay for themselves many times over 
because they tell you exactly how much postage your packages and letters 
require. Excess postage payments are eliminated. The annoyances of 
postage-due mail are prevented. Deli-eries are expedited. Customer goodwill 
is maintained. Fast, smooth mailroom operation is facilitated. USPM 
. Types of Bailment: : Mailroom Scales are now ready for delivery. Contact our nearest office 
. Bailment for the sole benefit | or write Commercial Controls Corporation, Rochester 2, N.Y. 
of the bailor 


Bai ' PARCEL POST SCALE—MODEL 970 
. Bailment for the sole benefit atiiniitiinas 


of the bailee A compact, low cylinder-type scale especially designed to 


° i i | weigh and indicate ezact postage automatically on any 
Bailment for the benefit of package to the allowable limit of 70 pounds to any domestic 


both parties. zone. All-direction platform. Unobstructed, full-length, illu- 


ies minated chart with magnifying reading lens. 
. Where the benefit is for the ” _— 
sole benefit of the bailor the lia- y q “a Mp LETTER SCALE—MODEL 100 
bility is very light. If the benefit ’ 
is for the sole benefit of the bailee L SI eae S$, . a 
29 ete " is j A ae , Fast action, accurate indication and 
the liability 1s very high. How- “ty Soe SR ee sturdy construction characterize this 
: e, s 7 “a Y ra pendulum-type scale. Extremely sensi- 
ever, if the benefit is mutual, you sla ive, 00 antematicnlly weighs end 
are required to use ordinary care ® Jigpeon.s « indicates ezact postage on various 
thet which @ reasonably pru- | re classes of mail. Two chart capacities: 


20 ounces and 3 pounds. 
dent man would use in protecting | 
his own property. Metered Mail Systems . . . Letter and Parcel Post Scales . . . Letter Openers 


Envelope Sealers . . . Multipost Stamp Affixers . . . Mailroom Equipment 
Endorsographs . . . Ticketograph Systems 
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It is apparent that there is some | 
variance in the minds of the courts o Se eee 
4 y the Army-Navy “E 
a to the relationship between the a a itt . 


operators of safe deposit systems Ga ENP IESE 

and box renters, f F N TRO LS U. S..POSTAL METER DIVISION 
Under a contract by which the | ~ = ; 

telationship of landlord and tenant [ar @) 25 210) 25-4 Le), Rochester 2, New York 
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‘a financing problems will 
follow cancellation of war 
contracts. Some of your customers 
will have current assets tied up... 
large inventories on hand... and 
immediate need for funds. 
Warehouse Receipt Loans 
against inventory stored right on 
your customer’s own premises will 
bs the answer in many cases where 
accommodation is needed in excess 
of your open-line limits. Forward 


FIRLD WAREHOUSING 


For Inventory Loans 


looking bankers are preparing now 
by requesting us to arrange for 
quick installation of our Field 
Warehouse Service for certain of 
their customers against the time 
when it is needed. 

Complete information, surveys 
and arrangements for installation 
of our service furnished without 
cost to you. An experienced oper- 
ating executive will be glad to call 
at your request. 


New York Terminal 


Warehouse Company 
25 South William Street, New York 4, N. Y. 


219 Broad Ave., Albany, Ga. + Healey Building, Atlanta 3, Ga. - 35 Congress St., Boston 9, Mass. + Liberty Life 
Bidg., Charlotte 2,N. C.+ 120 So. LaSalle St., Chicago 3, Ill. - National Bank Bidg., Detroit, Mich. - 809 Electric 
Bldg., Indianapolis 4, Ind. + First National Bank Bldg., Memphis 3, Tenn. + 16 South Broad St., Philadelphia 2, Pa, 


Keystone Bidg., Pittsburgh 22, Pa. - 


8th and Locust Sts., St. Paul 1, Minn. + Hills Bldg., Syracuse 2, N.Y. 








is established, both title to and pos- 
session of the subject matter of the 
contract resides in the tenant dur- 
ing the term of the lease. During 
that period, the landlord has no 
right or duties as between himself 
or his tenant with respect to the 
property leased. 

When the law of bailment was 
worked out many years ago, there 
was no relationship as that assumed 
by the safe deposit department. On 
the other hand, while we may prefer 
to be a landlord, practically all of 
the court decisions, with few excep- 
tions, hold the relationship to be 
that of bailment, with its greater 


414 


responsibilities. 

Whether we advocate one or the 
other relationship, the fact remains 
that if we wish to operate conserva- 
tively, the trend of court decisions 
can not be ignored. The obligations 
of the bailor should be fully known 
so that safe deposit operators, in the 
event of lawsuit, will not be judged 
negligent. 

“A bailment may be defined as a 
delivery of personalty for some par- 
ticular purpose, or on mere deposit 
upon a contract, expressed or im- 
plied, that, after the purpose has 
been fulfilled, it shall be redeliv- 
ered to the person who delivered it 


or, otherwise dealt with according 
to his directions, or, kept until he 
reclaims it as the case may be, 
(C¥C 161.) 

Webster says that bailment is “g 
delivery of goods in trust.” The 
word bailment comes from the 
French word bailler, meaning to 
deliver and hence it means the de- 
livery of property but not a transfer 
of title. 

Since title remains with the 
bailor, if his property is destroyed 
or lost, he must stand the loss, un- 
less it is due to the negligence of 
the bailee. 

Herbert M. Olney, assistant trust 
officer, Empire Trust Company, New 
York City, in a lecture under the 
auspices of the New York Chapter 
of the American Institute of Bank- 
ing, gave a practical classification 
of bailment as follows: 

1. Bailments for the sole benefit 
of the bailor. If I hand you the cus- 
tody of my watch and ask you to 
keep it until tomorrow morning, 
that is for my sole benefit. You must 
exercise a certain degree of care. 
But, since the bailment is for my 
sole benefit, your liability is very 
light. 

2. Bailments for the sole benefit 
of the bailee. If you borrow a stop 
watch which is used to time im- 
portant athletic events, it is your 
duty to use a very high degree of 
care in preserving the property. 

3. Bailments for the benefit of 
both parties. Most bailments fall 
into this classification. The sale de- 
posit contract is a typical bailment 
for the benefit of both parties. The 
benefit to the safe deposit company 
is the rent. The benefit to the bailor 
is the protection of his securities. 
The class of bailments with which 
you deal are bailments for mutual 
benefit and the degree of care re- 
quired in the case of a bailment for 
mutual benefit is ordinary care.” 

Ordinary care has been defined 
in the law as that degree of care 
which a reasonably prudent man 
would use in protecting his own 
property. In spite of this definition, 
there is still a difference of opinion 
as to what constitutes the standard 
of care and security required of the 
safe deposit department and some 
say we are required to furnish a 
very high degree of care and pro- 
tection. 

These opinions fail accurately to 
express the measure of care and 
protection which is today required 
of the safe deposit department. The 
safe deposit business has established 
for itself a high standard of effici- 
ency and security—more so, per- 
haps, than any other business that 
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has to do with the care and handling 
of the nation’s wealth with few laws 
governing its conduct. 

It is surprising how few cases 
there are on record in which safe 
deposit companies have been held 
guilty of negligence. It is because 
of the meager number of statutes 
and court decisions dealing with the 
conduct of the business that the 
courts still draw their conclusions 
from the common customs and prac- 
tices of the business itself. 

In a certain federal case dealing 
with the standard of care required 
of a safe deposit company, the court 
said, “Persons depositing valuable 
articles with them expect that such 
measures will be taken as will se- 
cure the property from burglars 
outside and thieves within and also 
that they will employ fit men, both 
in ability and integrity, for the dis- 
charge of their duties. An omission 
of such measures would be deemed 
culpable negligence so gross as to 
amount to a breach of good faith 
and constitute a fraud upon the de- 
positor.” An analysis of this opinion 
indicates clearly liability for failure 
to observe the following: 

1. To use the highest standard of 
safe and vault construction. Besides 
the physical construction, this in- 
cludes type of locks, keys, burglar 
alarms and guards. 

2. To maintain the highest stand- 
ard of service and protective effici- 
ency in operation. 

I hardly think that we can state 
the essential standard of vault con- 
struction in general terms. The 
vaults in smaller communities do 
not presume, nor could they be ex- 
pected, to furnish the elaborate 
equipment and facilities which the 
dangers of the large cities require. 
But the vaults in smaller communi- 
ties are likely to be held to the same 
standard of efficiency in the han- 
dling of keys to rented and unrented 
boxes as the vaults in larger cities. 

Secondly, what is the extent of 
this high standard of service and 
efficiency in operation? The stand- 
ard we have established by custom 
and usage is very exacting. By im- 
plication and expressed representa- 
tions, the operators of safe deposit 
systems hold themselves out to the 
prospective renter as having some- 
thing superior in the way of protec- 
tion and imply that they specialize 
and excel in the physical care and 
protection of valuables. 

Perhaps the greatest single factor 
in determining the standard of se- 
curity of any vault is the general 
character and ability of the person- 
nel. The strongest equipment and 
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Latest Quotations 
Prompt Execution 


Our direct wire connections, both telegraph 
and teletype, assure correspondent banks of 
utmost efficiency in the purchase and sale of 


U. S. GOVERNMENT BONDS 
TREASURY BILLS 
CERTIFICATES OF INDEBTEDNESS 
TREASURY NOTES 


Inquiries are invited 


Telephone Franklin 6800—LD 92-93-313 
Teletype CG 987 


The First National Bank 
of Chicago 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





the best system of operation will not 
reduce losses to a minimum if it is 
under the management of a dis- 
honest, dull, or mediocre set of 
officers and employees. Safe deposit 
companies are expected by their 
customers, and required by law, to 
give most careful attention to the 
selection of their officers and em- 
ployees. 

The liability of a safe deposit 
company for carelessly continuing 
an unfit officer or employee is the 
same as it is for accepting him in 
the first instance. While we are not 


insurers of property, it would be 
difficult from a practical standpoint 
to even attempt to defend a law suit 
if the renter could prove that the 
company accepted or retained in its 
employ careless or inefficient em- 
ployees or officials. 

In the Clifford John vs. Equitable 
Trust Company case, tried before 
the Circuit Court, the defendant 
bank was held guilty of negligence. 
In rendering his opinion, the court 
criticized the inefficiency of the at- 
tendants, recounted several occa- 
sions where their testimony and that 
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of an officer, who had supervision 
of the vaults, disagreed with regard 
to their own practices and called 
attention to their frequent disre- 
gard of their own protective rules. 
In concluding, the court said: “The 
presumption of negligence does not 
necessarily arise because of the loss, 
yet where a thing happens which 
would not ordinarily have occurred 
if due care had been used, then the 
fact of such happenings raises a pre- 
sumption of negligence in the 
bailee.” 

Integrity and the intelligence to 
realize that improper handling of 
renters in the safe deposit depart- 
ment might not only prove embar- 
rassing but might result in a lawsuit 
that could impair the stability of 
banks handling safe deposit busi- 
ness is an essential prerequisite for 
the vault employee. 

The second qualification is alert- 
ness. Day in and day out, the at- 
tendant must be on his guard to do 
the right thing. 

This simple illustration will give 
you some idea of the importance of 
every act in the safe deposit de- 
partment. If a teller cashes a check 
for $100 and it is not paid for any 
reason, the bank knows the limit 
of its possible loss. If he accepts a 
counterfeit $20 bill, the loss will 
be no more than $20. If a loaning 
officer grants a loan for $1,000 and 
for any reason, it goes sour, the 
bank’s loss will not exceed the 
amount of the original loan. 

If a vault attendant allows an 
imposter access to a box and he 
removes the contents, the bank, al- 
though it may immediately detect 
the error, has no way of determin- 
ing or controlling the amount of its 
liability until a claim is made. Even 
if the suit is successfully defended, 
the publicity is harmful and may 
result in damages which can not be 
computed in dollars. 

The courts have held that, if a 
vault is advertised as burglar proof 
or fireproof, a vault must live up to 
those representations and, if the 
vault is entered burglariously or 
fire destroys the property placed 
therein, the safe deposit operator 
may be held guilty of negligence 
and liable for the loss incurred. 

Whether the ad is printed in a 
newspaper or a pamphlet purchased 
from an advertising agency on 
which the bank name has been im- 
printed, the responsibility is the 
same. If by word of mouth, an offi- 
cial of the safe deposit company 
makes such representations, the 
company will be held responsible 
for his utterances. 
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Answers To Bankers — 
Monthly Quiz No. 28 


a. The Negotiable Instruments 

Act on this point reads as fol- 
lows: “Where the sum payable is 
expressed in words and also in fig- 
ures and there is a discrepancy be- 
tween the two, the sum denoted by 
the words is the sum payable; but 
if the words are ambiguous or un- 
certain, reference may be had to 
the figures to fix the amount.” 


A -. 


ey 6. There are many kinds of 
service charges schedules and, 
of course, you could not be expected 
to know all of them, but it quite 
often happens that a schedule in- 
cludes a charge for handling a de- 
posited item returned unpaid. 


Wyoming, Wisconsin, and 
Washington Bankers Associa- 
tions. 


b. The Negotiable Instruments 

Act on this point reads as fol- 
lows: “An instrument is negotiated 
when it is transferred from one per- 
son to another in such manner as to 
constitute the transferee, the holder 
thereof. If payable to bearer it is 
negotiated by delivery, if payable 
to order it is negotiated by the in- 
dorsement of the holder completed 
by delivery.” 


e. There is a picture of Monti- 
cello, the home of Thomas Jef- 
ferson, on a $2 bill. 


a. Some states still allow state 
banks to organize with a capital 
of only $10,000. 


a. No depressions are made for 
zeros on the multiple-key ma- 
chine. 


b and c. Investments presumed 

to be good are assets and the 
cash surrender value of life insur- 
ance is an asset because it can be 
claimed at any time the owner de- 
sires to take the cash value and sur- 
render the policy. Accounts payable 
is money he owes and so it is a lia- 
bility and is not an asset. 


e. Kansas City has the Federal 
Reserve Bank for the 10th Fed- 
eral Reserve District. 


a. A week old date does not 

represent a cause for dishonor- 
ing a check; an incorrect signature 
does. 


i >. 


c. The three coins would be a 
quarter, a dime, and a penny. 


b. “11” is the prefix for transit 

numbers of banks in San Fran- 
cisco, none of the other numbers 
given with the question are prefixes 
for any state in the 12th Federal 
Reserve District. 


iy] 46. While it has been common 

practice to put the customer's 
number of a check on the right end, 
it is far better to have it on the left 
end, so it cannot be confused with 
other items which are important to 
the bank. 


fi] b and cc. An item taken for col- 
lection is not a cash item. 


d. “No End.” is an abbreviation 
for “No Endorsement.” 


e. The electric calculator can 

handle jobs that do not require 
a tape much more rapidly than a 
tape machine. 


i b and c. Both farm equipment 

and live stock could be sold 
promptly if necessary and so they 
are assets. Real Estate Mortgages 
protect notes payable and, therefore, 
are liabilities. 
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Research Reports Ordered 
For All Officers 


We were very happy to note in the 
January issue of Bankers Monthly 
that the complete report of the Re- 
search Committee of the Texas 
Bankers Association is now avail- 
able in booklet form. These articles, 
as they appeared in Bankers Month- 
ly, greatly impressed us, and we 
should like to have six copies of the 
report so that our officers may study 
and discuss them in a general re- 
view of our whole service charge 
program.—Richard I. Gilman, audi- 
tor, Hadley Falls Trust Co., Holy- 
oke, Mass. 


Do Your Customers 
“Overdo It’? 


One of our customers gave a 
check which was returned for in- 
sufficient funds. The recipient of the 
check immediately communicated 
with the maker, and she, in turn, 
came to the bank for an explana- 
tion. When told the check, if paid, 
would have overdrawn her account 
approximately $9, she said: “Here 
are the facts: The Mister was sick, 
the baby was laboring in fits and 
when I drew this check I just over- 
done it.”—John S. Alfriend, assist- 
ant cashier, Bank of Charles Town, 
Charles Town, W. Va. 
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Complicated Signature Controls 


Dangerous To Depositor And Bank 


The growth of complex and involved systems of signature control 
for corporation accounts is both a source of danger and expense 
and the author urges action directed toward simplification. 


ERIFICATION of corporate and 

partnership signatures is becom- 
ing increasingly difficult. The com- 
plex exceptions to automatic verifi- 
cation grows more involved almost 
daily. 

Partnership and corporate signa- 
tures, which are authorized by reso- 
lution or agreement, often involve 
complications such as limiting the 
amount for which certain individ- 
uals may sign, designating certain 
persons to sign and countersign, 
some to sign or countersign, some 
to sign only, others to countersign 
only—and various other combina- 
tions. 

For example, here are some typi- 
cal resolutions of board of directors 
which increase the responsibility of 
the bank unnecessarily: 


Six Signatures To Learn 


Resolved, That all checks issued in 
the name and on behalf of this Com- 
pany shall be signed by the Treasur- 
er or Assistant Treasurer, and 
countersigned by the President or 
Comptroller or General Auditor or 
Assistant Comptroller. 

Signatures on pay roll and divi- 
dend checks may be facsimile sig- 
natures and countersignatures if 
approved by the Insurance Company 
issuing the Depositor’s Forgery 
Bond. 


Eight Signatures Valid For 
This Account 


Unless, as otherwise specifically 
authorized by the Board of Direc- 
tors, no check or order for the pay- 
ment of money shall be valid as 
against the Company unless the 
same shall be signed by the Presi- 
dent, Treasurer, Assistant Treasurer 
or for the Treasurer by such other 
person or persons as may be desig- 
nated so to do jointly by the Presi- 
dent and the Treasurer, and coun- 
tersigned by the Compiroller, As- 
sistant Comptroller or for the 
Comptroller by such other person 
or persons as may be designated so 
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By GEORGE D. PRENTICE 


Vice President and Cashier, Marine National Bank, 
Milwaukee, Wisconsin 


to do jointly by the President and 
the Comptroller, except that the 
Treasurer or Assistant Treasurer or 
such person or persons as may be 
designated jointly by the President 
and Treasurer may, without coun- 
tersignature, sign payroll checks 
drawn against funds deposited in 
payroll accounts. No check shall be 
signed and countersigned by the 
same person. 


The Amount Controls The 
Signatures 


Checks for disbursement of the 
funds of the Company for amounts 
of $5,000 and under shall bear the 
facsimile signature of the President, 
and be signed by the Treasurer, 
Assistant Treasurer or Assistant 
Secretary: that checks for amounts 
in excess of $5,000 and under 
$50,000, shall be signed by the 
President, Vice President, Treasur- 
er, or the Assistant Treasurer, and 
countersigned by the Secretary or 
the Assistant Secretary; that checks 
for amounts of $50,000 and over 
shall be signed by the President or 
one of said Vice Presidents, and 
countersigned by the Secretary or 
one of said Assistant Secretaries 
authorized to countersign. 

That all checks in any amount 
drawn to the order of the Treasurer 
or the Assistant Treasurer or the 
Assistant Secretary, representing 
withdrawals of currency for home 
office payroll and counter use shall 
be signed by the President or one of 
said Vice Presidents, and counter- 
signed by the Secretary or one of 
said Assistant Secretaries author- 
ized to countersign. 


Four Resolutions For One 
Corporation 
Resolved, That any two of the 
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following, i.e. the President, Vice 
Presidents, Treasurer, Secretary, or 
Comptroller be and they hereby are 
authorized to make, sign, and de- 
liver in the name of the Corporation 
any checks or drafts upon any bank 
account of the Corporation, and 
FURTHER RESOLVED, That any 
of the following officers, i.e., the As- 
sistant Secretary, Assistant Treas- 
urer, Assistant Controller, together 
with one of the above named offi- 
cers, i.e., the President, Vice Presi- 
dents, Treasurer, Secretary, or Con- 
troller be and they hereby are au- 
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FOREIGN REMITTANCES 


Banks with or without Foreign 
Departments are invited to uti- 
lize this Bank’s special facilities 
for commercial and benevolent 
payments abroad, and for the 
drawing of drafts under the 
Bank's protection. 

Our 36 years’ experience is avail- 
able for assisting banks to estab- 
lish or extend their remittance 
service, and we are prepared to 
furnish complete information re- 
garding money transfers that can 
be made now to Allied, Neutral 
and Liberated Countries. In- 
quiries for detailed information 
are welcomed. 
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How Your Bank Can Simplify 


Field Warehouse Financing 


ANY banks—and perhaps your institution is 

among them—are interested in Field Ware- 
house financing, but hesitate to loan against Ware- 
house Receipts because of difficulties in checking 
ptices of various commodities. That’s where we 
can help you—and at no charge! Here’s how: 


Through our 88 offices in all parts of the country, 
more than half of which are located in areas where 
commodities are either extensively grown or proc- 
essed, and all which are interconnected by wire, we. 
can obtain quick spot quotations on virtually all 
commodities. In the case of a commodity on which 
quotations are not readily available, we will make 
every effort to obtain prices as quickly as possible. 
This information will be relayed without cost of 
any kind to you. 


The best way in which you can ascertain the effec- 
tiveness and sincerity of this offer is to test it in 
practice. Just "phone or write our office nearest to 
you—there’s probably one in your own city or 
nearby—and ask us for the commodity information 
you need. As stated, we'll get it for you swiftly, 
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without cost or obligation. 


MERRILL LYNCH, PieERCE, FENNER & BEANE 


Underwriters and Distributors of Investment Securities 
Brokers in Securities and Commodities 


70 PINE STREET 


NEW YORK 5, N. Y. 


Offices in 87 Cities 
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thorized to make, sign, and deliver 


in the name of the Corporation any 
checks or drafts upon any bank ac- 
count of the Corporation, and 

FURTHER RESOLVED, That any 
one of the following officers, i.e., the 
President, any Vice President, the 
Secretary, the Treasurer, the name 
of the Corporation, checks or drafts 
in an amount not exceeding $500 
in the case of any one check or 
draft, upon any bank account of 
the Corporation, and that a fac- 
simile plate signature of any one of 
such officers may be used on such 
checks or drafts. 

FURTHER RESOLVED, That any 
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one of the following officers, i.e., the 


Assistant Treasurer, Assistant Sec- 
retary, or Assistant Controller, is 
authorized to make, sign, and de- 
liver in the name of the Corpora- 
tion, checks (when such checks are 
countersigned by the Paymaster or 
Assistant Paymaster) in an amount 
not exceeding $500 in the case of 
any one check, upon any bank ac- 
count of the Corporation designated 
as a “Pay Roll Account.” 


We Must Talk With Corporation 
Officials 


How can this be remedied? It is 
my belief that we bankers must 


make an effort to convince corpo- 
rate and partnership depositors that 
simplification in control of with- 
drawals is a sensible and safer ar- 
rangement for all concerned. From 
the depositor’s standpoint, central- 
ized control of account activity 
guarantees the company against the 
misappropriation of funds, The bank 
decreases the possibility of em- 
ployee error and its degree of po- 
tential liability. 

To be perfectly frank, I am sorry 
to report that despite every precau- 
tion, occasionally but not fre- 
quently, our tellers have paid a 
forged check. Fortunately, losses in 
this respect have been of quite small 
amounts and were fully covered by 
insurance. In some cases, no reim- 
bursement was demanded by our 
customer because the forgery had 
been committed by some relative 
or trusted employee. Nevertheless, 
we believe that even these infre- 
quent errors could have _ been 
avoided by a more careful watch 
on those who sign checks. 


Delayed Posting 


Some months ago, we decided to 
study our bookkeeping system to 
see if we were operating in the most 
efficient manner possible. For a 
time, we considered the installation 
of sight payment but decided against 
it for fear of the difficulties involved 
by limited authorizations of signa- 
tures. From discussions with our 
neighbors, we reached the conclu- 
sion that the delayed posting sys- 
tem provided less hazards and was 
at the same time a step forward. 


Delayed Signature Examination 


Checks received today are veri- 
fied, sorted, and made ready for 
immediate posting the first thing 
tomorrow morning. In other words, 
checks and deposits are posted to 
the ledger sheets and statements on 
the day following receipt. Signa- 
tures are examined then also. 

To facilitate the delayed opera- 
tion, our clearing house rules were 
amended so that items not found 
good, missent, or irregular may be 
returned not later than the bank 
closing hour on the next day fol- 
lowing receipt. In addition, through 
our Wisconsin Bankers Association, 
we succeeded in having the state 
legislature in the 1943 session, pass 
the following law: 

“Drawee, time to dishonor. The 
drawee bank named in a check pre- 
sented to it by mail or through 4 
clearing house association, o 
through a settlement with another 
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bank or banks, or for deposit in 
an account in the drawee’s bank is 
allowed until the end of the next 
business day following the day of 
presentation to decide whether or 
not it will pay the check. Any check 
dishonored on said next business 
day may be protested or notice of 
dishonor or notice of protest may be 
given or deposited in the post office 
on the said next business day. This 
section shall remain in effect until 
the cessation of hostilities as de- 
clared by either the President or the 
Congress of the United States, and 
for six months thereafter, and then 
shall cease and be of no effect.” 

(Wisconsin Statutes— 

Negotiable Instruments, 118.66) 
In view of the fact that so many 
institutions now use and appear to 
like the delayed posting system, it 
is reasonable to suppose that the 
last clause in the statute limiting 
the period for which delayed post- 
ing is permissible will be changed 
to make the law permanent. 












Customers Are Willing 
To Pay Service Charges 
To Have Their Checks 
Paid At Par 


I think there is a fundamental 
fallacy in the argument in favor of 
exchange charges made by a bank 
when paying checks drawn on itself 
by its own customers, Such banks 
defend themselves on the grounds 
that it is a service for which they 
are entitled to compensation and 
that they “need the income.” 

We will agree on all points, but 
this is where the fallacy lies: the 
service rendered is mainly to the 
depositors who write the checks 
and who logically ought to “pay the 
shot” and who could do so at very 
little expense through “service 
charges” which are well-understood 
by now. 

To be thoroughly business-like, 
when a bank sends certain checks 
toa non-par bank for payment and 
receives that payment less an “ex- 
change” deduction, it ought to settle 
with the parties who turned them in 
proportionately—but the deduction 
is such a small percent that the work 
of doing so would be prohibitive. 

However, if it were carried back 
along the line, the deduction would 
reach the payee of the check (as an 
fxample, perhaps the insurance 
company to which the maker of the 
theck is paying his premium). 

Naturally, the payee wants the 
amount to which he is entitled. Also, 
the maker wants him to have it. If 
the bank does not pay at par (if the 
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‘Conrespondents 


In addition to the ordinary services we offer one 
that is just coming to be recognized as impor- 
tant, although we have worked at it for 32 years. 
They have begun to call it “consumer credit.” 


We have called it by various names, such as time 
payment financing, installment loans, personal 
loans, but the name is not important. The experi- 
ence is. We share it with our correspondent banks. 








deduction was passed back along 
the line) parties who were offered 
non-par checks would want an 
amount added to cover deductions 
or would insist on Post Office Money 
Orders or cash by registered mail, 
which would be cumbersome to the 
makers. 

Here, then, is the heart of the 
trouble in my estimation, the non- 
par banks apparently fail to see the 
problem in its true light. They are 
performing a real service, yes, but 
to their own depositors. And these 
same depositors, if they understood 
the situation, step by step, would 
want their checks paid at par— 





would even take pride in knowing 
no one was being “chiseled”—and 
would be willing to stand the neces- 
sary “service charge” for transfer- 
ring their funds to the desired des- 
tination—M. M. Gale, cashier, The 
First National Bank of Groton, New 
York. 


“Making service charges when 
other banks do not will increase 
your business rather than decrease 
it,’ says an Idaho banker. 


Your customers can spend saved 
money, but they cannot save spent 
money 
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How To Teach Customers 
Efficient Banking Routine 


A contribution to greater operating efficiency is made by a customer 
. house organ published by the Framingham National Bank, Fram- 
ingham, Massachusetts, in which the bank’s customers are taught 
correct banking routine. Reprinted here are a few samples which 
have been successful in reducing undesirable practices. Other banks 
may find these hints helpful in changing conditions similar to those 
discussed in these items. 


A Dangerous Practice 

NE should never date a check 

ahead, or make one out for 
more than the collected balance at 
that time to his credit in the bank. 
Yes, even though the one to whom 
it is given agrees to hold it until a 
certain time. In spite of good inten- 
tions such checks have a way of 
reaching the bank too early and 
have to be refused, A bank will not 
pay or certify a check prior to the 
date it bears—it cannot. 


Alterations 

If, in writing a check, you dis- 
cover you have made a mistake of 
any kind do not mark it over—draw 
a new one. If you receive one wrong 
in any detail, return it to the sender. 
He will draw another, correcting 
the error. As a bank can never be 
sure who makes the change, it is 
the general custom to refuse to pay 
altered checks. 


To Assist The Teller 

The teller’s job is a busy one, as 
you no doubt have observed. He 
handles a great many transactions 
in the course of a day. So, you can 
readily understand why deposit 
slips provide for separating bills 
and coin and listing each check, in- 
dicating the place for payment. 

Just between us, you help a lot 
when you observe these suggestions. 
(No—our tellers do not: know this 
item is being written.) Another 
thing—they like to have the bills 
sorted by denominations, all face 
up, too; saves their doing it later, 
because they must be so arranged 
and put in packages before closing 
the day’s work. 


You Cannot Get In Alone 
When you rent a safe deposit box 
in our vault, you are given two keys 
exactly alike and are told truth- 
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fully that there are no others to fit 
the lock. We cannot get in without 
them, except by having the box 
broken by expert safe men. Yet, 
later, when you come to use the box, 
the custodian insists on (apparent- 
ly) trying to unlock the box with 
another key first. 

It is still true that the bank has 
no key that will unlock your box. 
But for that matter, neither have 
you. You see, all safe deposit boxes 
are under double control. Both the 
bank’s release key and the renter’s 
lock key must be used—a protection 
for both. 


“Must You Send It Back?” 


To put the question another way, 
we are occasionally asked, “Why 
can’t you hold up a check of mine 
for a few days until I can make a 
deposit to cover it?” 

We are naturally anxious to ac- 
commodate customers whenever we 
can, but to hold up checks is not 
sound banking practice. 

If we cashed a check for a cus- 
tomer when he had _ insufficient 
funds to cover it, we would, in effect, 
be giving him money that belonged 
to someone else. You wouldn’t want 
us to use money from your account 
for that purpose, would you? If we 
did it for him, other depositors of 
our bank would be entitled to the 
same consideration. 

Banks are required to list all 
overdrawn accounts on their books 
as “overdrafts.” Such overdrafts are 
discouraged by all banking author- 
ities, and banks which permit them 
are subject to censure by the bank 
examiners. 


Checks For Under One Dollar 

Contrary to a rather widespread 
impression, there is no legal reason 
why a check cannot be drawn for 
less than one dollar. We advise 
against it, however, except in un- 
usual circumstances. 

A check calling for a sum less than 
a dollar is always a source of dan- 
ger. Not only because of the chance 
of mishandling it for dollars in- 
stead of cents, but also because of 
the ease with which it usually can 
be altered if it comes into the pos- 
session of some dishonest person. 

On the rare occasions when you 
want to draw a check under one 
dollar it is best to protect it by 
crossing out the printed word “dol- 
lars” and writing in the word“ cents 
only” in prominent letters on the 
amount line. 


Verify Promptly 

Yes, we know we have referred 
to it before, but would like to repeat. 
Do not fail to check your statement 
promptly. Of course, we try not to 
have errors, but should one creep 
into your statement, we hope you 
will notify us immediately. It helps 
in two ways—we can correct your 
statement and also our other de- 
positor’s. (There is always an off- 
setting error somewhere, as we bal- 
ance all of our accounts every day.) 
Then, too, there is no reason why 
you should take the bank’s figures 
without question, any more than 
you would expect it to use your 
check book figures without referring 
to its own records. 


“Returned Protested” 
There is considerable misun- 
derstanding on the part of the lay- 
man as to the matter of “protest.” 
Perhaps an explanation here may 
be helpful. 
When you deposit a check drawn 
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55-146 Transit number 
312 Routing symbol 


OF THE AMERICAN BANKERS ASSOCIATION 


WITH ECK ROUTING SYMBOLS 


Completely revised, the new Key Book contains 
not only the usual changes in transit numbers due to bank consolida- 
tions, closings, new banks, new branch banks, and so on - but also the 
new Check Routing Symbols. 

This important new information makes all old Key Books obsolete. 
To provide your transit department with complete, up-to-date 
information, order your copies of the 1945 Key Book TODAY. $3.00 


a copy, including semiannual supplement issued in October. 


RAND MSNALLY & COMPANY 


Publishers 


111 Eighth Ave. 536 S. Clark Street 619 Mission St. 
New York 11 CHICAGO 5 San Francisco 5 
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ete TSRULL SAVINGS PLAN nee 


Facts and figures prove the Payroll 


Savings Plan to be a tremendous national asset. 
Through this plan, no less than 27,000,000 workers 
have so far saved more than $13% billions to help 


speed victory . . . forestall inflation ... and build 


peacetime prosperity! 


Did you know that yours is one of 240,000 
companies maintaining a Payroll Savings Plan? 
Not only is this combined effort fostering nation- 
al security, but also creating a lucrative postwar 


market for you... and all American industry! 


Have you realized that 76% of all employed in 
industry are now enrolled in the Payroll Sav- 
ings Plan . . . averaging a $25 bond each month 


per employee? Through this plan, millions are 


now looking forward to homes, educational 


opportunities and old age independence! 


Surely, so great an asset to your country, your 
company and your employees is worthy of your 
continued .. . and increased... support! Now 
is the time to take stock of your Payroll Savings 
Plan. Use selective resolicitation to keep it at 
its 7th War Loan high! Keep using selective 


resolicitation to build it even higher! 


The Jreasury Department acknowledges with appreciation the publication of this message by 
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on an out-of-town bank (San Fran- 
cisco, let us say), we send it through 
the regular channels to the bank 
on which it is drawn. Now, suppose 
that, for the want of sufficient funds, 
or some other reason, the check is 
not paid. The bank presenting the 
check on your behalf engages -the 
services of a properly qualified legal 
authority, usually a Notary Public, 
who makes a demand for payment. 
If still refused, the notary makes 
out a certificate setting forth all the 
facts and attaches it to the check 
before starting it on its return trip. 
The expense, called “protest fees,” 
represents the notary’s charges. The 
Framingham National Bank doesn’t 
share in any way in these fees. 

The procedure is not, as some peo- 
ple unthinkingly say, “just another 
chance to pick up some money.” The 
notary’s certificate is evidence, ac- 
cepted by the courts, that proper 
presentation of the check has been 
made and payment demanded. 
Should you have to bring a witness 
from San Francisco (or some other 
out-of-town city) to prove this fact, 
it would cost many times the notary 
fees of a dollar or two. 


Of course, when the signer of the 
check reimburses you, he has to in- 
clude the protest fees. 


Not Possible By Telephone 


At times, an embarrassing situa- 
tion arises here at the bank over the 
use of a check drawn on some bank 
other than ourselves. Because the 
transaction properly requires a 
“certified” check, a personal or cor- 
poration check cannot be accepted. 
The usual suggestion is, “Telephone 
the bank and they will certify it for 
you.” As a matter of helpful service, 
we would be glad to make the call, 
but it would not accomplish the de- 
sired purpose. You see, certification 
must be in writing. Even if the of- 
ficer of the bank would promise to 
pay the check when presented, it 
would not be binding. Banks pay 
checks in the order they are pre- 
sented. The officer could not refuse 
them as “not good” simply to hold 
the funds for the arrival of one held 
by someone else. 


“Introducing” A Check 


A bank does not cash checks for 
strangers. If you bring him in and 
introduce him, you are asked to en- 
dorse the check. Yes, even though 
you are a good customer of the bank. 
But why? You see, the check, as 
Well as the payee, needs an “intro- 
duction.” Your endorsement assures 
the bank that you have confidence 
that the check is good, and if by any 
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Let's advertise a price instead of a com- 
plicated charge and credit schedule. Cus- 
tomers will understand this simple price list 
and much work will be saved in the bank. 


chance it is returned for any reason, 
you will see that the bank is reim- 
bursed. Fair enough, isn’t it? 


Visits With Farmers 
Aid Bank 


Our method of contacting and in- 
creasing our farm loan volume is, 
and has been for years, by personal 
knowledge of what the farmers of 
our community require. We co- 
operate with all farmers’ associa- 
tions, with our county agents, and 
with our State Extension Services 
in all their efforts. 

When a_ good idea develops 
through any of these agencies or 
with any of our local people, we 
make every effort to call this to the 
attention of all of our farm custom- 
ers and prospective customers. 

Since we are in the heart of the 
Red River belt farming district and 
have the advantage of being small 
town bankers, we find that we have 
occasion to visit and consult with 
our farmer friends almost daily. We 
believe that this is perhaps the best 
way in which to secure the friend- 
ship and good will of our farmer 
customers.—Hy. C. Dillard, vice 
president and cashier, Caddo Trust 
and Savings Bank, Belcher, La. 


Refrain from any conversation 
with customers that will tend to 
distract your attention while ex- 
amining checks or counting money. 


Do not be misled into a false se- 
curity by a customer who has an 
evident close affiliation or kinship 
with other responsible customers. 


Promote 4-H club work to build 
farmers of the future. 


Service charges must be fair—to 
the bank as well as to the customer. 
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Folders, blotters, 

statement inserts, credit 
cards and other material. 
Write for samples and prices. 
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Fire Insurance Companies 
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Susuranse Company, Hartford, Coun, 
1854 


UITABLE 


rine Infurance @mpany 
Provivence, RL 
1859 
ATLANTIC FIRE INSURANCE CO. 
Raleigh, North Carolina 
THE CENTRAL STATES FIRE INS. CO. 
Wichita, Kansas 
GREAT EASTERN FIRE INSURANCE CO. 
White Plains, N. Y. 
MINNEAPOLIS F. & M. INSURANCE CO. 
Minneapolis, Minn. 


RELIANCE INS. CO. OF CANADA 
Montreal, Canada 


* 


HARTFORD 
30 Trinity ‘Street 
CHICAG@ 
Insurance Exchange 
NEW YORK 
110 William Street 
SAN FRANCISCO 
220 Montgomery Street 
MONTREAL 
485 McGill Street 


Fire €. 


All Forms of Fire and 
Property Insurance including 
Ocean and Inland Marine 


Country-wide Brokerage Service 


rIME TRIED & FIRE TESTED 





COND MPwnre 


Ready-Made Advertising 
For Pay-As-You Go 
Checking Accounts 


Banks which have no advertis- 
ing managers appreciate advertis- 
ing mats which are prepared by 
experts in the field of pay-as-you- 
go checking accounts. A_ recent 
series of advertisements supplied 
customers by the Bankers Devel- 
opment Corp. emphasizes the value 
of paying bills by check and having 
a valid receipt for every bill paid. 
These advertisements represent 
one feature of the supplies fur- 
nished to banks using Thrift-i- 
Checks. The address of Bankers 


Development Corp. is 31 Nassau 
Street, New York 5, New York. 


Shipments To Latin America 


Manufacturers 


“Documentary Requirements 
Shipments to Latin America.” 


Check What You Need And Mail This Form 


. Accounting Forms 

. Accounting Machines 

. Addressing Machines 

. Architects and Builders 


Bandit Resisting Enclosures 
and Alarm Systems 


. Bank Building Fixtures 

. Bank Directories 

. Banking by Mail Envelopes 

. Binders, Check, Bookkeeping, 


Ledger 


. Bronze and Brass Signs 

. Calculating Machines 

. Calculating Machine Desks 
. Chairs, Posture, Office 

; — Signs 


Checks 


. Check Book Covers 

. Check Cancelling Perforators 
. Check Files 

. Check Protectors 

. Check Signers, 

. Check Sorters 

. Check Sorting Trays 

. Christmas Savings 

. Coin Bags and Boxes 

. Coin Changers 

. Coin Counting and Packaging 


Machines 


. Coin Envelopes 
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. Coin Sorting and Counting 


Machines 


. Coin and Currency Trays 

. Coin Wrappers 

. Coupon Books 

. Currency Straps, Envelopes 

. Dating Machines and Stamps 
. Deposit Ticket Files 

. Desk Pen Sets 

. Duplicators 

. Electric Signs 

. Expanding Filing Envelopes 

. Expanding Mailing Envelopes 
. Filing Cabinets 

. Filing Systems 

. Forms, One-Time Carbon 

. Forms, Continuous 

. Glass Signs 

. Honor Roll Placques 

. Inter-Office Communicating 


Systems 


. Interest Calculators 


Lamps 


. Lighting Systems, Fluorescent 


}. Maps 

. Metered Mail Systems 

. Money Orders 

. Name Plates and Desk Signs 
. Night Depositories 

. Night Depository Bags 

. Pass Books 


Rand McNally and Co., 536 So. Clark St., Chicago 5, Hil. 


Please have buying information sent us on the items checked above. 


57. 
58. Personalized Checks 
. Personal Loan Advertising 


Pay Roll Checks, Envelopes 


60. Personal Loan Collection 


Envelopes 


. Personal Loan Systems 


62. ae Bank Systems 


. Proof 


achines 


. Rubber Stamps 
. Safes, Fire and Burglar-Pruot 


. Safe Deposit Boxes 


. Safe Deposit Records 

. Safety Paper Suppliers 

. Savings Banks, Home, Pocket 
. Scales, Postal, Parcel Post 

. Seals, Coin Bag 


. Seals, Corporation, Notary, etc. 
. Stamp Affixers 


. Storage Files 


. Time and Delayed Time Locks 
. Time Stamps 

. Travelers Checks 

. Typewriters 

. Typewriter Stands 

. Vaults 


. Vault Equipment 


. Visible Records 
. War Bond Safekeeping 


Systems 


. Window and Lobby Displays 


Trust Company 
has issued a brochure entitled 


Detailed information is given as 
to requirements in the way. of con- 
sular invoices, visas, etc., on freight, 
air express and parcel post ship- 
ments to all Latin American coun- 
tries. 

The material contained in the 
brochure was compiled by and has 
been reprinted through the courtesy 
of the United States Department of 
Commerce. 

Copies may be obtained by writ- 
ing to the bank’s Foreign Depart- 
ment at its Main Office, 55 Broad 
Street, New York 15, N. Y. 


Partnership Or Corporation 


Published by Research Institute 
of America, Incorporated, 292 Madi- 
son Ave., New York. 

This paper-bound booklet of 28 
pages contains some of the most use- 
ful information for loan officers, 
trust officers, and other bank execu- 
tives dealing with businessmen, that 
we have seen for some time. It shows 
the comparative advantages to those 
who go into business of a partner- 
ship as compared to a corporation 
and the advantages of a corporation. 
There are legal consequences, tax 
liabilities, and other considerations 
thoroughly discussed but in brief 
form. 

A bank officer having these facts 
before him may be able to advise 
some of his good customers who 
wish to start a business as to wheth- 
er they should form a partnership 
or a corporation. He may have some 
other customers who can gain some 
advantages by changing their legal 
form from one to the other. 

Some astonishing facts with re- 
spect to taxation are brought out. 
For example, the profits of a cor- 
poration when distributed as divi- 
dends result in only 3742% of the 
company’s earnings which may be 
used by the stockholders, That is, 
6214% are paid in taxes by the cor- 
poration and the stockholders. This 
is not true in the cases of partner- 
ships. 

Briefly, some of the advantages 
of a partnership are described in 
this booklet as follows: 

Income not subject to double tax 

when distributed. 

No penalty for retaining earnings 
in business. 

No excess profit tax, capital stock 
tax, or declared-value excess- 
profits tax. 

Reduced state taxes. 
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Possibility of dividing income 
through formation of “family 
partnerships.” 

Business loss deductible from per- 
sonal income. 

Tax-exempt income and capital 
gains not converted to fully 
‘taxable, ordinary income on 
distribution. 

Partner’s “salary” not subject to 
payroll taxes. 

Partner’s “salary” not subject to 
salary stabilization. 

Possibility of eliminating all em- 
ployees from payroll taxes, 
salary stabilization and WMC 
regulations. 

Lack of formalities in starting 
business. 

Freedom of expanding into other 
states. 

Profits distributable in any ratio. 
Need not be related to invest- 
ment, 

There are advantages which a 
corporation experiences also and 
those advantages are described as 
follows: 

Greater proportionate tax reduc- 

tion in postwar period probable. 

Lower normal tax and surtax 
rates at present. 

Ease of obtaining new capital. 

Limited liability. 

Continuous existence. 

Ease of making gifts and trans- 
ferring interest. 

Special tax benefits for certain 
corporations engaged in foreign 
trade. 


Millions Of Dollars In 
Automobile Insurance 


Premiums 

The insurance companies are 
emphasizing the fact that their 
agents may be able to greatly in- 
crease their premiums on automo- 
bile insurance if they will co- 
operate with banks financing the 
purchase of automobiles. 

One company, the Royal-Liver- 
pool Group, has published a book- 
let in which they tell their agents 
that, in 1941, American automobile 
Owners paid over $279 million for 
physical damage insurance and 
more than $465 million for auto- 
mobile casualty coverage or a total 
of $762 million for insurance. 

Other insurance companies are 


CLAROTYPE 


ORDER FROM YOUR STATIONER 
OR TYPEWRITER SUPPLY DEALER 


THE CLAROTYPE CO., INC. 


261-X Broadway, New York 7, N. Y. 
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TOO LITTLE TIME 


Too little time to do the many little 
things that must be done! Sorting 
checks in banks is a little thing, 
posting checks is a little thing, filing 
checks is a little thing . . . but add 
them up and you have a real pro- 
duction problem that every bank 
must solve every day—on time. 


It wouldn't be so bad if banks were 
now staffed with experienced people 
who “knew” signatures, but the 
trouble these days is that new em- 
ployees have to ‘‘read’’ them. What 
makes this even worse is that with 
our shifting population banks have 
to contend with so many new sig- 
natures and these new signatures 
have to be sorted and filed by new 
people, and the net result is a head- 
ache for the man in charge of the 
bookkeeping department. 


Printed names on checks would take 
the grief out of these internal opera- 
tions. Not only would the work be 
done quicker and better, but the 
employees would get a “‘lift’’ because 
their jobs would be easier. Consul- 
tations over a signature would be 
eliminated and the whole depart- 
ment would feel better. 


That’s where DeLuxe Personalized 
Checks do a job. They are high in 
quality, low in price and convenient 
to use. For $1.25 a depositor can 
buy 200, which is enough for nearly 
a year, and throughout that year he 
would be extending to all who read 
his checks the courtesy of legibility. 
He would be using checks in which 
he himself takes pride and he would 
enjoy his checking account as never 
before. Why not encourage him to 
get his Personalized Checks today? 


Manufacturing Plants at: 


E LUXE 


CHECK: PRINTERS 





studying the same situation and it 


would undoubtedly be wise for 


bankers to talk with local agents | 


who sell automobile insurance 
about a co-operative arrangement 
in which the bank will refer buyers 
to them for insurance and they will 
refer buyers to the bank for loans. 

The booklet entitled “How To 


Hold Your Automobile Business By | 


Co-operating With Banks” cites 


many reasons by which insurance | 
convince | 


| efficiency, inasmuch as it increases nervous tension and 


agents can effectively 
their clients of the advantages of 
bank loans. The reasons given are 
skillfully presented and could well 
be incorporated in the advertising 
of banks which are determined to 
do a fair share of automobile 
financing now that the opportunity 
is at hand. Write for the booklet 


to Ralph Smiley, Public Relations | 


Director of the Royal-Liverpool 
Group, 150 William Street, 
York 8, New York. 


Since 1896 
A Complete Line of 
Money Wrappers for Banks 


STANDARD PAPER GOODS ‘co 


WORCESTER 8, MASS. 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST.PAUL 





Which Telephone 


Problem Is Yours? 


HE telephone is considered an indispensable facility 

in business, yet certain problems arise in its use 
which are inevitable. For example: The practice of per- 
mitting phone talk to be overheard by visitors, or by 
personnel not concerned, leads to confidential matters 
becoming public property. Business leaks or personal 
embarrassment frequently result. This can be avoided 
by the use of the phone silencer. 


It is well known that the noise level in an office affects 


fatigue. Nothing is more disturbing than phone talk. 





New 


It adds to the noise level, but more than that its word 
content is provocative of attention, and so arrests con- 
centration on the task, dictation, or conference, as 
nothing else does. This can be avoided by the use of 
the phone silencer, 


Is your problem improving phone hearing midst sur- 


| rounding noises? There is only one way this can be 
| accomplished, and that is by keeping surround_ag noises 


out of the transmitter and off the wire, so that the 
incoming voice is more domi- 
nant over these noises. A phone 
silencer does this. 

For more detailed 
information on solv- 
ing all three of these 
phone problems, write 
for Booklet B-1. Ifyou 
want to learn about 
the silencer’s applica- 
tiontothe Dictaphone 
and Ediphone, this 
too is explained. Ad- 





| HUSH-A-PHONE 


dress — Hush-A- 
Phone Corp., 43 West 
16 St., New York 
A Phone Silencer = city 11. 
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Darn These Management Experts— 
They Eliminate Our Most Cherished Fears 


A manufacturer who carried a balance of $250,000 in a medium-sized 
bank was the prize account of that bank. His account was very active, but 
still no service charge was ever made. One day, a management con- 
sultant went over the situation to see what he could do to increase the 
bank's income. He analyzed the bank's costs and then applied the costs 
to this large favorite account—as well as to others. He told the officers 
that the bank was losing $200 a month on the pet account. 

Although the manufacturer carried a balance of $250,000, his activity 
was so great that the bank actually spent $200 a month to service that 
account, more than it could possibly earn on the balance. 

When the consultant had finally convinced the officers that his com- 
putation might be correct, they wanted to know what they should do 
about it. 

“One of you should go to visit the treasurer of this corporation,” said 
the consultant, “and show him the figures.” 

“Oh, we wouldn't dare do that,” said the officers, almost in one breath, 
“we'd lose the account.” 

After a lot of argument back and forth, they finally decided that one of 
the officers would go with the figures to the treasurer of the corporation. 
He presented the figures and the treasurer asked, “What do you want 
to do about it?” 

“Well,” said the bank officer, “we wonder if you would think it fair to 
pay a service charge.” 

The treasurer of the corporation began to laugh. "I have been waiting 
a year for you to come in and tell me that I owe the bank money for the 
service it has rendered,” he said. ‘You certainly should make a charge. 
I think your service charge schedule is perfectly fair and there’s no 
reason at all, why my corporation should not pay its share of the expense 
of running the bank when the bank renders as much service as it does 
to us.” 

This consultant, after telling this story, remarked that it was his belief 
that the reaction would be the same in 999 cases out of 1,000, if corpora- 
tion treasurers were interviewed. 





YOUR SILENT SALESMEN 


All checks can be considered potential Salesmen, because each one works 


steadily for (or against) a bank's best interests. Our constant objective 
is to develop check forms and bindings that work for the bank. 


Y &S Correct Style litho-print checks and payroll forms, bound in the 
Y &S Ezyrite Check Book, will receive the same favorable response 
from your depositors as has been the experience of other banks. 


The increasing popularity of Y & S Personalized Checks reflects the 
growing demand for a numbered personal check printed with the name 
and address - - - it also suggests the preference for a genuine leather 
wallet which we continue to furnish with orders of these checks. 





If we can help you to-improve the Silent Salesmen that are so impor- 


tant in the building of your prestige and good will, don’t hesitate to 
write us. 


YOUNG & SELDEN COMPANY 


Manufactu cing Bank Stationers 





BALTIMORE - PHILADELPHIA - NEWARK 


Long Form Analysis Used 
To Get A Per-Item Cost 


It is evident that a bank needs 
to know the cost of rendering each 
type of service to its customers, but 
it does not follow that the bank 
should itemize these costs when it 
renders a service charge statement 
to depositors, 

Following the principles which 
have been suggested by many 
articles in Bankers Monthly on 
service charge simplification, a 
bank management consultant has 
been of tremendous aid to many 
banks in computing a per-item 
charge. 

He first determines the cost of 
all demand deposit services by a 
long form schedule, and adds the 
desired profit. Then he divides 
this total by the number of items 
handled and that gives a per-item 
charge. He recommends to the 
bank that it use this per-item 
charge from that time on and save 
all of the work of monthly analysis, 

He recommends a _ re-analysis 
about once a year in order to de- 
termine whether the bank is still 
operating on the same basic cost 
level. 

The result of analyzing costs in 
many banks is: he usually finds 
that a check “on us” costs about 
three cents to handle, a deposit 
costs about seven cents, a transit 
item about two cents, a clearing 
item about one cent, checks cashed 
about eight cents. 

When he averages these rates, 
after the number of items have 
been multiplied by the cost, he 
divides that figure by the total 
number of items and usually he 
gets a figure (including the de- 
sired profit) close to three cents. 
The average seldom goes over four 
cents and not often does it go below 
three cents. If it should be three 
and one-half cents, he then sug- 
gests that the bank make a flat 
three and one-half cents per-item 
charge. 

The bank enters the total charge 
on the depositor’s ticket and makes 
no further explanations. If an ex- 
planation is asked for, the customer 
is told that the number of items is 
multiplied by three and one-half 
cents. The customer understands 
that at once. He can audit the 
charge. He can, in fact, compute 
his own charge. All customers like 
that system. 

This bank management consul- 
tant says that he believes many 
banks have made themselves un- 
necessary work by trying to item- 
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ize the analysis work for the cus- 
tomer every month. 

The number of items in a long 
form analysis ranges from 7 to 25. 













































































— Obviously, with 25 items, a cus- 
. tomer would be confused—especi- 
7 ally so, because there are some 
7 t items which he cannot understand. 
b It would seem from this experi- 
- ence, that long-form analysis has 
ch served a useful purpose in banks 
: but the ultimate schedule is better 
P if it is simplified, even to the ex- 

, tent of one per-item charge. 

1as 

ny | An Intelligently 

Positive Attitude 

of For years and years we’ve had 
a it dinned into our ears that the 
the one all-important qualification of a 
des good banker is the ability to say 
ee “No.” It hasn’t mattered so much 
pres: what his qualifications in other 
the directions might be, so long as his 
em reactions generally were sufficient- 
wrt ly negative. 

a I know pretty well the pitfalls 
yas into which an undue degree of 
de- optimism can lead one in the ex- 
still tension of credit, and any banker 
cost 1 thus afflicted is headed for certain 

' trouble. I know, too, that to be in- 
5 in fluenced by an undue degree of 
inds | pessimism in the extension of 
out credit can work distinct injury, 
osit | both to the bank and to the com- 
insit | munity it serves. 
ring The thing we need is an intel- 
shed ff jigently positive attitude—one that 
deals with all the possibilities of a 

ates, | situation at their best and worse, 
have J and that considers, also, and gives 
, he due emphasis and weight to the 
total | probabilities. The banker should be 
y he at least as diligent in seeking 
de- J] reasons for extending the accom- 
ents. | modation as for refusing it, recog- 
four | nizing that negative decisions, as 
elow | well as positive decisions, hold 
three | possibilities of loss—J. H. Peters, 
sug- president, First National Bank in 
| flat | Loveland, Loveland, Colo. 
-item ssc 
varge | We Grade All Employees 
vakes | On Bankers Monthly Quiz 
omer We have a monthly meeting of 
ms is our employees at which time vari- 
-half J ous matters pertaining to the in- 
tands § terests of the bank are discussed, 
t the § and at the same time, we distribute 
npute § the monthly quiz furnished by 
s like Bankers Monthly. 

We ask each employee to answer 
ynsul- § the various questions to the best 
many § % their knowledge and _ ability. 
s un- § The papers are then graded and 
item- @ Teturned to them. We have found it 
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very interesting and profitable and 
certainly hope Bankers Monthly 
will continue this splendid service. 
—E. E. Bailey, cashier, Princeton 
Bank and Trust Co., Princeton, W. 
Va. 


The Greatest Advantage 
Of A Corporation 


Ask any businessman, lawyer or 
accountant what the chief advan- 
tage of a corporation is, and his 
reply is almost sure to be, “limited 
liability.” 





*%& HISTORICAL NOTE 


6 . after the fire the Missouri 
Army shot two connon balls 
against the Herring safe without 
effect. It withstood both fire 
ond bombardment and | hove it 
now in use. 

©. C. BROWN, 

Ossowatomie, Kansas 

December 20, 1856 










This means, of course, that a 
stockholder won’t have to dig into 
his personal fortune to make good 
any debts of the corporation. He 
may lose all the money he paid for 
the stock, but ordinarily, no more 
than that. 

In the case of a partnership or 
individual proprietorship, on. the 
other hand, business creditors have 
the right to seek payment from the 
individual’s personal financial re- 
sources. 

From “Partnership or Corpora- 
tion,” published by Research In- 
stitute of America. 
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LEADERSHIP... 


through the centuries! 


To attain and retain leadership for a single decade 
in this competitive business world is an achievement 
of historical import. Yet Herring-Hall-Marvin, begin- 
ning in the early 1800's, still challenges the world 
to equal the advances that HHM engineers build into 
Herring-Hall-Marvin Safes, Vaults, Vault Doors, Metal 
Cabinets — and every other protective device we manu- 
facture for commerce, industry and home. 


















IN PREPARATION: ‘‘Progress in Protection.’ 

An illustrated history of devices men =. 
used to protect their valunbles from the cave - 
man era to the present. Limited edition. For 
architects, bonkers, executives. Please re- 
serve (by letter) your copy now. Gratis. 
















HERRING - HALL - MARVIN SAFE CO. 


eral Offices: Hamilton, Ohio 


BRANCH OFFICES in New York, Chicago, Boston, Washington, St. Louis, Atlanta, Houston 
OTHER AGENCIES ALL OVER THE WORLD 


MANUFACTURERS OF BANK VAULT EQUIPMENT - 
SAFE DEPOSIT BOXES 
BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS—WEST POINT 


BANK COUNTERS - TELLERS’ BUSES AND LOCKERS 
NIGHT DEPOSITORIES BANK AND OFFICE SAFES 
MILITARY RESERVATION 


570 Broadway 
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It’s Chained 
... It’s Safe 


ORRISE] 


After a long absence we are happy 
to again offer the Morriset Desk 
Pen with CHAIN attached. Now you 
can have the same smooth, clean 
writing pen that writes countless 
words with one dip and at the 
same time be assured that it will 
not be lost or misiaid. A practical 
and ideal pen for the depositor's 
table. 

Yes, we also have the Morriset 
Desk Pen without the chain for the 
executive's desk at $2.69. All 
sets are furnished complete 
with a bottle of ink. 


HEDENKAMP & COMPANY 
BANK SUPPLIES 


343 Broadway, Dept. B-9, New York 13,N.Y. 
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Government Relaxes 
Restrictions on 


‘BRONZE 3 


Once again, “Bronze Tablet Head- 
quarters” can supply Honor Roll 
Plaques, Bank Signs and Desk 
Signs of gleaming, everlasting solid 
Bronze! Write today for illustrated 
Catalog BM, showing many styles 
available; Pre-View sketch sent FREE 
—send approximate dimensions. 


| MR.BARRETT J 


UNITED STATES BRONZE 


SIGN CO. INC. 





New York 12, N. Y. 


Examine Payee Endorse- 
ments Carefully 
A banker in Michigan recently 


| told of an experience he had in post- 
| ing a check to the account of a cus- 
| tomer when that check had no payee | 
| endorsement. The check had been 
cashed in another city and the bank | 
| which cashed it had not noticed that | 


the payee did not endorse it. 


| The president of the bank on | 

which the check was drawn won- | 
| dered if his bank was liable to his 
| customer for the lack of the endorse- 
| ment in case there was a loss to the | 


drawer of the check. 


He consulted the attorney of a | 
| city bank and the attorney verified 
| his belief that the bank which is re- 
| sponsible in such a case is the bank 


which cashes the check without the 
payee’s endorsement, and not the 


| bank on which the check is drawn. 


It would seem to be good advice 


| to say to all tellers: “Be unusually 


careful not to cash a check that the 
payee has not endorsed.” 

Transit clerks should also be 
warned to make sure that every 
check being listed on a letter is 
properly endorsed. 

It is, of course, a rare instance in 
which the drawer would lose in any 
way because the check was cashed 
without endorsement. If the matter 
came to court, he of course would 
be without evidence that the payee 
was the one who cashed the check. 
Consequently, if a customer com- 
plains that a check has been charged 
against his account without the 
proper endorsement, the check 
should be sent back to the bank 
which paid out the money so that it 
may get the endorsement for your 
customer. 


A Banker’s Complaint Made 
A Better Magazine For You 


Bankers Monthly likes to get 
complaints when they point the 
way to a better service to our read- 
ers. A few months ago, the presi- 


{| dent~ of a bank in one of the 
southern States, complained in no | 
| uncertain terms about the fact that 


he sometimes had to turn over to 
two or three different pages in the 
back of the magazine to read the 


| rest of an article that interested 
| him. 


“Why do you have to have run- 
overs?” he asked. 

As a matter of fact he made it 
quite clear that the Editor is very 
dumb if he doesn’t know a way to 
avoid runovers. 

If you will examine this issue 





Coin Wrappers, Bill Straps, Coin Bags, 


Lead Seals, Coin Trays. 
Write for complete catalog. 


The C.L.DOWNEY CO 


NINTH and COLFAX AVE. 
HANNIBAL, MO. 


fer WK AND TYPEWRITER 
20CU 


OVER PAR 
... with Bankers 


. who demand spotless letters 
and perfect records. The Rush 
FysRotiass Eraser removes any ink 
from any surface with a feather 
touch. Saves costly forms and “front 
office” stationery. No erasing shield 
needed. No guardsheet for carbons. 
Faster erasing . . . faster typing. 
No gumming up of typewriters with 
rubber “sawdust.” A lifesaver for 
bookkeepers. 


PROPEL-REPEL, REFILLABLE 
RUSH ERASER... . . .50¢ 
FYBRGLASS REFILLS . 2 for 25c 


Satisfaction guaranteed 
or money refunded 
at your stationer’s or direct from 


The ERASER CO., Inc. 


249 W. Water St., Syracuse 2, N. Y. 





Curmanco Steel Coin 

Boxes are the standard 
peers meee — —_ ~ 
avoid mistakes. Easily stack- 

DOZEN PRICE ed and quickly counted. U 
universally. Cost is nominal. 


CURRIER MFG. CO. 
St. Paul 8, Minn. 


OLIVE GREEN 
ART STEEL 
OR 60c EACH 


CURRIER MFG. CO., St. Paul 8, Minn. 
Send us ; Dozen Coin Boxes as checked 
...$ 10 Pennies $100 Quarters 
$ 20 Nickels . .$100 Halves 
$ 50 Dimes $100 Dimes 


aarti 
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and the July and August issues, | : 
you will see that there are no run- | COMPLETE BANK OFFICE EQUIPMENT 
overs. The remainder of a story 
always follows on the succeeding 
page of reading matter. 
We'd like to know how the rest 


of our friends like that method of 
arranging the magazine. 

How A Par Bank Explains 
Its Position 


The following is quoted from a 
pamphlet sent to the depositors of 
the Framingham National Bank, 
Framingham, Massachusetts, and 
shows how a par bank takes advan- 
tage of the fact that its checks are 
always paid in full. The item is as a 
follows: 


Often we refer to the fact that WE MAINTAIN A COMPLETE RECORD OF THE 


checks drawn on the Framingham 


National, no matter by whom they CHECK ROUTING SYMBOL NUMEERS OF EVERY 

are presented, when paid by us, are , 

for the full amount. We make no BANK IN THE UNITED STATES. 

deduction—all checks are cleared 

= pee. — WE OFFER FORMS OF COMMERCIAL PAPER, USING THESE 
True, many banks in this part of 

the country, in fact most of them, SYMBOLS, AND WITH THE NEW ARRANGEMENT. WE WILL 


follow the same course. But in many BE GLAD TO SUBMIT SPECIMENS FOR YOUR INSPEC- 
sections this is not so—particularly 
in parts of the Middle West and TION, WITHOUT COST OR OBLIGATION TO YOUR BANK. 
some Southern states. In one state, 
for instance, with nearly 300 banks, 


considerably over one-half of them 
ioe on 8 nemo bala COMPLETE SPECIMENS FOR THE ASKING 
This situation is not to be confused 
with so-called “service charges,” | 
which is a relation between the 
bank and the customer and is based 
on activity. Non-par means the per- 
son or bank presenting the check by 
mail for collection is charged a cer- 
tain small amount for payment. We 
are not criticizing the practice, it is 
not uncommon nor is it illegal, We 


simply like our way better. MARSHALL T. LEVEY, President 


Overdrawing Is A Habit 
~ oo pete a bo mperieect BANK PRINTING AND BLANK BLOOD we 
and endeavor to have them covere 


as quickly as possible. Ordinarily, se 
we do not have excessive amounts 


of overdrafts and do not find it | ALL-STEEL BOOKKEEPING 
necessary to make a concentrated MACHINE TRAYS 


effort to keep them off our books. 
We find, to a large measure, that : 1 ‘ a ; ; 
overdrafts are habitual and are more Bookkeeping Machine Tray, steel, 
or less confined to certain customers. ONE compartment each for checks 
—H. G. Higgins, cashier, The Fourth posted; deposit tickets posted and 
National Bank, Columbus, Georgia. r§ “vee: also sponge cup. Size 
eae x 14x 
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Develop More a Please ship immediately . . . All-Stee! 
SPECIAL Bookkeeping Machine Trays. 
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Robert Winthrop, general partner 
in the firm of Robert Winthrop and 
Co. has been elected a director of the 
City Bank Farmers Trust Co. of 
New York. Mr. Winthrop is also 
director of the National City Bank 
of New York. 


The Mercantile-Commerce Bank 
and Trust Company, St. Louis, has 
announced the: appointment of 
Stanley Fletcher and Edward E. 
Marshall as assistant vice presi- 
dents; Victor F. Moeller, assistant 
trust officer; George C. Eschbacer, 
assistant secretary; and John J. 
Lackey, assistant manager of the 
Insurance Department. 


The Board of Directors of the 
First National Bank in St. Louis 
has announced the election of Mack 
A. Aldrich as a vice president. He 
has been associated with the First 
National Bank for a number of 
years and as an assistant vice presi- 
dent for four and a half years. 


William O. Kurtz, Jr., has been 
elected assistant cashier of the 
American National Bank and Trust 
Company of Chicago. Mr. Kurtz is 
in the correspondent bank division. 
He has been active in the Chicago 
Junior Association of Commerce, of 
which he is now president. 


Roy Lux has been elected cashier 
of the First State Bank in Kansas 
City, Missouri to take the place of 
the late D. B. Oliver. 


Two Advancements In 
National City 


The Board of Directors of The 
National City Bank of New York 
appointed DeWitt A. Forward a 
senior vice president and Leo N. 


De Witt A. Forward Leo N. Shaw 


Shaw, vice president, was given the 
additional title of deputy manager 
overseas division. 

Mr. Forward has been with the 
bank since 1916 and most recently 
as vice president in charge of 
western business of the bank. He 
was formerly in charge of the Na- 
tional City branches in Brooklyn. 

Mr. Shaw came to National City 








Effective co-ordination 


of all departments assures rapid, efficient han- 


dling of every type of banking transaction. You 


are invited to use any or all of our facilities. 


City NATIONAL BANK 
AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(MEMBER FEDERAL DEPOSIT INSURANCE CORP.) 


in 1916. Shortly after, he spent 
some time in Russia and was Vice 
Consul of the United States Con- 
sular staff there. He traveled back 
and forth between Siberia and 
Petrograd in connection with his 
government work and returned to 
the United States in 1920 to re- 
enter the service of The National 
City Bank of New York. He is 
known throughout the world as a 
foreign exchange expert. 


The Board of Directors of The 
Morris Plan Bank of Virginia pro- 
moted Temple W. Broaddus, Ber- 
nard W. LaPrade, and O. B. Wool- 
dridge to the ranks of vice presi- 
dents. At the same time, John §, 
McClure was elected assistant cash- 
ier. 


Promotions At 
Security-First 


Directors of Security-First Na- 
tional Bank of Los Angeles have 
elected Randall Boyd, vice presi- 
dent and assistant secretary, to the 
office of vice president and secre- 
tary. The directors also accepted 
the resignation of James B. Gist, 
pioneer Los Angeles banker, as vice 
president, effective August 15, and 
then elected him a member of the 
board of directors. Mr. Gist will 
continue to serve on the trust com- 
mittee. 

Two other long-time Security- 
First National men, R. L. Hoyle, 
manager of the Oak Knoll branch, 
Pasadena, and J. M. Ridgway, 
manager of the Porterville branch, 
were elected vice presidents. Ed- 
ward T. Brewster, assistant manager 
of the Highland and Hollywood 
branch, Hollywood, was elected an 
assistant vice president. 


The Dauphin Deposit Trust Co. 
of Harrisburg, Pa. has a new presi- 
dent. He is Harper W. Spong. He was 
formerly vice president and was 
elected to the chief executive office 
to succeed the late Donald McCor- 
mick. Mr. Spong has been with the 
bank for 42 years. 


George H. Bangert, president of 
the First National Bank of Ken- 
more, New York has been elected 
a vice president of the Manufac- 
turers and Traders Trust Co, of 
Buffalo. 


Guaranty Trust Company of 
New York has announced the ap- 
pointment as Trust Officer of Jack- 
son Stephens Hutto, former counsel 
and superintendent of the New 
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York State Banking Department 
who has recently been associated 
with the New York law firm of 
Chadbourne Wallace Parke & 
Whiteside. 


Watch Signatures And 
Payee Endorsements 


This bank has never used a sight 
payer and we are glad to say that 
we have been most fortunate inso- 
far as not paying forgeries is con- 
cerned. We use three persons on 
each ledger, a statement poster, a 
ledger poster, and the third in 
charge of seeing that the book is 
balanced each day. 

These three persons are charged 
with the responsibility of examining 
each check when handled. They 
verify endorsements, dates, and 
amounts, and stop payments, and in 
so doing, they also watch the signa- 
tures appearing thereon. They also 
watch the signatures when the 
checks are being posted to the ac- 
counts and again when filing them 
in their respective files. In other 
words, they have instructions to give 
their personal attention to each 
check when handled, regardless of 
the process, and watch for any 
irregularities. 

In recent months we have re- 
turned several forgeries and it has 
been quite some time since we have 
had a legitimate claim on a paid 
forgery. We have had several cases 
where forgeries were claimed in 
joint accounts where one person 
gave checks without knowledge of 
the other but they were definitely 
ascertained not to be forgeries and 
the matter dropped. 

We believe sight payers may be 
necessary in some banks but we 
have never had occasion to consider 
employing one in our bank.—F. O. 
Anderson, cashier and comptroller, 
The Exchange National Bank, Tam- 
pa, Fla. 


Banks In 32 States Use 
Quiz Reprints 


For many months, we have been 
making reprints of Bankers Month- 
ly Quiz page. We have been supply- 
ing these to those banks which wish 
to have all employees use them, at 
two cents each, 

We are glad to receive other 
orders and we can supply back 
copies for reprints beginning with 
January, 1944, with the exception 
of June and July. 1944. 

The easiest way to handle the 
matter with this small charge is to 
have us send reprints every month 
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Where the wire and telephones went 


More graphic than words have been the on- 
the-spot photographs of what the telephone 
and electronic devices did in war. Wher- 
ever they are they bind our men together. 


The Bell System has concentrated its ener- 
gies on making this equipment for our 
armed forces. That has caused shortages of 
switchboards, central office equipment and 
telephones here at home. 


Somewhere in the Pacific, American soldiers and a native boy bring up Signal Corps equipment with 
the aid of a water buffalo. These animals saved the day many times in bringing up heavy equipment. 


LISTEN TO “*THE TELEPHONE HOUR" 
EVERY MONDAY EVENING OVER NBC 





and then send a bill about the mid- 
dle of the year. Thus, one check 
covers the whole years’ subscription. 

We are glad to supply reprints in 
any number at two cents each and 
we feel sure that your bank will 
benefit as the 246 banks which are 
now using reprints are benefited. 

When ordering reprints we sug- 
gest that you specify, whether or not 
you wish us to send, not only the 
copies ordered, but also reprints for 
coming issues. In this way, we can 
serve you more efficiently. 


Bankers Monthly Study 
Recommended By Federal 
Reserve Bank 


As the result of an inquiry from 
a member bank, an officer of one of 
the federal reserve banks wrote the 
following interesting letter: 

“There is very sound reasoning 
behind the selection of the upper 
right hand corner of the check for 
the combination transit number and 
routing symbol. 
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Everything Vital—And Nothing Else 


On The Right End Of Check 


An example of the good results from continuous pounding on the subject of better 
check forms is shown in the article on page 210, May issue. You have had more 
articles on this subject than all the other magazines combined. The ABA is even 
afraid to treat this subject as it should be treated—they mention it once then quit. 
I enclose a sample of the check we have been using for several years. You will 
note that I moved both the date and number over to the left end of the check— 
everything vital and nothing else appears on the right end of the check. 

Some of these new war industries have messed things up terribly. I saw a check 
the other day on which there appeared eleven different amounts besides several 
numbers and it was a job to determine the amount the bank was supposed to pay. 
I think the “draft” form of check should be eliminated.—C. L. Hufsmith, president, 


The First National Bank, Palestine, Texas. 


THE FIRST NATIONAL BAN 


DATE 


PAY TO THE 
ORDER OF 


“A representative of a company, 
specializing in work simplification 
for office procedure, was in our office 
sometime ago and we asked him if 
he had an entirely free choice where 
he would place the combined tran- 
sit number and routing symbol for 
the greatest effectiveness in han- 
dling by transit clerks and he 
pointed to the upper right hand 
corner. 

“Bankers Monthly, on page 203 
of the May issue, contains quite a 
detailed discussion of this point and 
supplements the discussion by a 
series of time studies which show 
that, from the standpoint of opera- 
tions, this location is most effective.” 


The Second Greatest 
Advantage Of A 


Corporation 

A close second to limited liabil- 
ity as the greatest advantage of 
the corporation is it’s continuous 
existence. Regardless of changes in 
ownership, the corporation can 
carry on as a separate legal entity 
until the life period stated in its 
charter runs out. This period may 
range from a specified number of 
years to perpetuity, depending on 
the law of the state in which the 
corporation is formed. 

In contrast, the life of a partner- 
ship is subject to many hazards, 
any one of which may effectively 
put an end to its business existence. 
Automatic dissolution of the part- 
nership follows a partner’s death, 
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bankruptcy, or mental incompe- 
tence. 

Similarly, if a partner with- 
draws or sells his interest in the 
partnership, even with the consent 
of associates, the old partnership 
no longer exists. There is nothing, 
of course, to prevent the formation 
of a new one by agreement be- 
tween the remaining partners and 
the transferee of the interest. 

From “Partnership or Corpora- 
tion,” published by Research In- 
stitute of America. 


Crop Loans Encouraged 


We have tried to follow a liberal 
farm loan policy to farmers since 
we realize that farming is one of 
our state’s vital industries and there- 
fore, must be encouraged wherever 
possible. Consequently, we have 
hundreds of loans on our books 
which depend almost entirely for 
repayment upon the successful out- 
come of crops. In these cases, our 
reliance is placed chiefly on the 
farmer’s industriousness and past 
record. 

In order to keep our credit files 
up to date, we require that period- 
ical statements be filed with us at 
the outset of the season, or when- 
ever the farmer comes in to arrange 
for his financing. We assist him in 
setting up a budget to cover his 
needs throughout the entire grow- 
ing and harvesting season.—H. A. 
Weiss, assistant vice president, The 
United States National Bank of 
Portland, Oregon. 
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ey Anchor to Windward > 


ak the uninitiated 


an anchor may be only a nautical sym- 
bol—but to a seafaring man it is vital 
safety equipment. For when the going 
is tough and a boat finds itself in trouble, 
the safety of the craft and all on board 
may depend on just one thing... the 
anchor. }} } While the widespread use 
of special protective check papers is 
evident to all, comparatively few busi- 
ness men find occasion to weigh the 
need for check protection ... or evaluate 
the merits of the products provided for 
this purpose. }) }) Bankers, however, 
know that the hazards of counterfeiting 
and fraudulent alteration are ever pres- 
ent. And have learned from experience 
that LaMonte Safety Paper offers a de- 
pendable means of preventing check 
crimes. ) } The fact that La Monte Safety 
Paper is used by so many of America’s 
leading Banks is significant. It is tribute 
to the fact that this organization not only 
originated safety paper, but brought it 
to its present state of development. Fur- 
ther, LaMonte pioneered the marketing 
of this product so effectively that it has 
become firmly established as the stand- 
ard of safety in check protection through- 
out the nation. 


BUY 
For samples of LaMonte Safety Paper see your ‘AND SPEED 


vicTorY 
Lithographer or Printer — or write us direct. 


LA MONTE 


GEORGE LAMONTE & SON 


We supply many banks and business organizations 
with their own INDIVIDUALLY IDENTIFIED Safety Paper. 
The issuing organization's Trade-Mark is in the paper 
itself and appears on both the front and back of the 
check. Such INDIVIDUALIZED paper provides maximum 
protection against counterfeiting— saves Banks sort- 
The Wavy Lines ore o LaMonte Trade Mark ing time— helps preven: errors. 
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